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How strong at seven days ? 


it Can pass a compression test of two thousand 


Seven-day-old Standard (Type 1) Portland 
Cement that will resist compression at 1800 
pounds per square inch is strong enough to 
meet federal and A.S.T.M. specifications. 
But that block of portland cement isn’t 


strong enough for Cumberland—not unless 


PORTLAND CEMENT COMPANY 


Chattanooga Bank Building . 


pounds per square inch. 

In every test, Cumberland Cements exceed 
all required specifications. These ‘‘plus’’ mar- 
gins... these factors of safety ... mean more 


for your money when you say ‘‘Cumberland.”’ 














° Chattanooga 2, Tenn. 


Portland — High Early Strength — phir Entraining — Wasowry > ie: 
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TRADEMARKED 


as well as grademarked 
... your double guarantee 


of plywood quality 


Something has been added in the 
labeling of plywood produced at Associated 
Plywood Mills, Inc. It is the APMI trade- 
mark, and you'll find it together with the 
DFPA grademark on both exterior-type and 
interior-type panels manufactured by this 
company. 

This combination of trademark and grade- 
mark is your assurance that regardless of 
where you buy APMI plywood, you get the 
guaranteed products of a pioneer mill in the 
industry... There is a type, size and grade of 
APMI plywood for every building need... 
Sold from centrally located sales warehouses, 
and sold by experienced plywood men who 
welcome your inquiries for general informa- 
tion, for prices, for delivery schedules. 








APMI SALES WAREHOUSES 


Eugene and Willamina, Oregon 
San Francisco, 925 Toland St., 24 
Dallas, 4814 Bengal St., 9 
St. Louis, 4268 Utah St., 16 


APMI SALES OFFICES 


519 Johnston Building 
Charlotte, North Carolina 


31 State St., Boston, Mass. 


APMI MILLS 


PLYWOOD — Eugene, Oregon 
PLYWOOD — Willamina, Oregon 
LUMBER — Roseburg, Oregon 


ASSOCIATED 


PLYWOOD MILLS, INC. 


General Offices: Eugene, Oregon 
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POPULAR 
SCREEN DOOR only 


GRILLE *3.°3 


All prices F.0.B. factory 


Made to SELL to the very low price market— 
F.H.A. homes and other ECONOMY projects. 


The STRONGEST grille in this price field, 
with maximum screen protection. 3/16 x 12” 
bars, electrically welded. 


Gleaming WHITE enamel finish, attractive 
design—These grilles SELL THEMSELVES 
quickly from your floor display. 


Your nearest distributor carries these 
grilles in stock for QUICK DELIVERY. 


EASY TO INSTALL 


Universal Fit-—Will fit any 2/8, 2/10, 
or 3/0 door. Installation is easy with 
four screws at corners. 

Size 30%" x 1642”. 





ORDER NOW 


| From your Nearest Distributor: 
| 
| Birmingham Sash & Door Co Lubbock Sash & Door Co 
Birmingham, Ale Lubbock, Texas 
Builders Supply Company Memphis Sash & Door Co. 
Corpus Christi, Texa Memphis, Tenn, 
4 Huttig Sash ., Inc. 
Davidson Sash & Door Co - Peat Ag od Se oe 
Alexandria, Le Dallas, Texas 
Austin, Texas Jacksonville, Fla. 
| Lafayette, La Knoxville, Tenn. 
= 
a | 


Lake Charles, La Louisville, Ky. 
Miami, Fle. 
Heely-Brown Company Nashville, Tenn. 
Atlanta, Ga Roanoke, Va. 





St. Loui . 
Houston Sash & Door Co. aided 
New Orleans Sash & Door Co 


Houston, Texas 
New Orleans, Le. 





em 
ia 


= ill —___ a Jenkins Brick & Supply Co San Antonio Machine & Supply 


1 
Amarillo, Texas Corpus Christi, Texas 


Variety can be achieved by changing Jackson Sash & Door Co Roswell Sash & Door Co 
position or combination of designs. Jackson, Miss Roswell, New Mexico 


Manufacturers of the original “Complete Builders 
Line” of hand-wrought ornamental iron—pioneering 
standard stock sizes in railings, porch posts, screen The a A 4 Ine. 
door grilles and other ornamental ironwork for the 

ORLANDO FLORIDA 


home building industry. 
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FREE to Building Supply Dealers 


x *« * 


2. Prefabricated Homes. Mimeo- 
graphed sheets give dealership data 
on franchises, deliveries, terms, and 
dealer responsibilities for Knox 
Homes. Other folders give construc- 
tion data, describe and show pictures 
of the various house models. The 
Knox Corporation, Thomson, Ga. 


4. Plastic Finish Wallboard. Data 
sheet gives complete details on color, 
sizes, and methods of packing and 
applying Superlite Predecorated 
Panelboard with durable baked-on 
finish. Accessories and dealer sales 
helps are described. The Superior 
Wall Products Company, 4401 N. 
American Street, Philadelphia 40, Pa. 


6. Sash Balances. Folder and other 
descriptive literature shows differ- 
ences between various sash balances 
on the market today. They describe 
working principles of Unique double- 
hung sash balances. The Unique Bal- 
ance Company, Inc., 25 Buckner 
Boulevard, New York 54, N. Y. 


10. Access Door. Attractive folder 
tells how easily new Coffman all- 
steel access door is installed. It fully 
describes this FHA-approved as- 
sembled unit. The R. G. Coffman 
Company, Inc., P. O. Box 1113, Or- 
lando, Fla. 


1l. Stair, Fan Opening. Sheet lists 
features and sizes, and tells how to 
install Huntington “Metal-Fold- 
Safty-Stair” in 20 minutes. For use 
as attic fan opening, panel bolts are 
removed and fan tunnel is built over 
stair, putting access door at end of 
tunnel at top of stairs. Huntington 
Industries, Inc., P. O. Box 3176, 
Memphis, Tenn. 


12. Installment Financing. Concise 
new handbook and guide explains 
system based on FHA Title 1 and 
regular ABC supplementary plan of 
financing home improvements and 
repairs. Allied Building Credits, Inc., 
P. O. Box 3426, Terminal Annex, Los 
Angeles 54, Calif. 


14, Ventilating Fans. New specifica- 
tion sheets describe Murray line of 
fans, including 20- and 24-inch win- 
dow fans and vertical and horizontal 
ventilating fans. Exclusive sales agent 
is the H. C. Biglin Company, Inc., 177 
Harris Street N. W., Atlanta 3, Geor- 
gia. 


15. Plastic Tileboard. New folder 
shows patterns of Afco plastic tile- 
board and contains samples of the 10 
shades in which it is made. Another 
booklet pictures various metal trims 
and moldings used with this tileboard. 


Use Handy Coupon Below 


consumer folder is also 
and F Tileboard 
4085, Alexandria, 


A full-color 
available. The A 
Company, Box 
Louisiana. 


16. Maple Flooring. Six new fold- 
ers are available on The “Thrifty 
Third” of Hard Maple and Birch; 
Where Second Grade Means Excel- 
lent; Northern Hard Maple Floor- 
ing; For Real Economy—Use Third 
Grade; Useful 1%-Inch Face Width; 
Finishing Northern Hard Maple the 
MFMA Way. The Maple Flooring 
Manufacturers Association, Pure Oil 
Building, 35 East Wacker Drive, Chi- 
cago, Ill. 


17. Folding Stairway. Attractive new 
folder tells how simple the Precision 
folding attic stairway is to operate, 
and how it fits any ceiling. Advan- 
tages, construction features, and 
specifications are given. The Preci- 
sion Parts Corporation, Nashville 7, 
Tenn. 


18. Exterior Plywood. ‘Better Farm 
Buildings with Exterior Plywood” is 
a two-color folder that covers use 
and construction of farm buildings 
and equipment of plywood. It in- 
cludes over 100 photographs, charts, 
tables, and construction details. The 
Douglas Fir Plywood Association, Ta- 
coma Building, Tacoma 2, Wash. 


19. Metal Moldings. A 20-page il- 
lustrated catalog shows the many 
types of Premier aluminum and stain- 
less steel moldings and trims. It 
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806 Peachtree St., N. E. 
Atlanta 5, Georgia 


Please send me, 


numbers: 


without obligation, 
described in the February, 1951, issue of S*B*S with these key 


gives their uses, application, and di- 
mensions. A price list is included. 
Metal Trims, Inc., P. O. Box 1072, 
Youngstown, Ohio 


20. Stained Shingles and Shakes— 
five new folders give detailed appli- 
cation instructions for stained shin- 
gles, processed shakes, hand-splits, 
and tapersplits. Full colors are shown. 
The Colonial Cedar Company, 600 
West Nickerson St., Seattle 99, Wash. 


22. Sliding Doors. Specifications. 
sizes, finishes, and an explanation of 
ways in which prefabricated sliding 
door closet-fronts save space and 
money are included in a new illus- 
trated folder. The United States Slid- 
ing Door Corporation, 216 Lexington 
Avenue, New York 16, N. Y. 


24. No-Draft Sash Balances. Illus- 
trated folder shows how these spring- 
operated sash balances save time in 
building, assure easy window open- 
ing, and weatherstrip windows. Mas- 
ter Metal Strip, Inc., 1721 N. Kil- 
bourn Avenue, Chicago 39, Il. 


26. Structural Glass. “Glass For 
Construction” gives characteristics 
and uses of Libbey-Owens-Ford 
structural glass. Architects’ file sheets 
for 1951 are available. The Libbey- 
Owens-Ford Glass Company, Nicholas 
Building, Toledo 3, Ohio. 


28. Protective Paper. Two folders 
on uses of Sisalkraft protective 
papers are sent on request. One 
describes covering and protection 
uses. The other describes low-cost 
lining for attics, poultry houses, and 
other uses. The Sisalkraft Company, 
205 W. Wacker Drive, Chicago 6, Tl. 


30. Flush Doors. An eight - page 
catalog gives details of design and 
construction of Mengel hollow-core 
and solid-core flush doors. Included 
are complete specifications, sizes, 
weights, and face species. Plywood 
Division, The Mengel Company, 
Louisville 1, Ky. 


31. Asbestos Shingles. Full-color 
folders show the complete line and 


the free literature 
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“You Build for your own 


and your country’s future 


when you save...” 


BENJAMIN F. FAIRLESS 


President, U. S. Steel Corporation 


“A free economy, such as ours, is built on the savings of the people. And the 
future security of America depends on the initiative and the growth of every 
citizen. Wein U. S. Steel encourage our employees to join the Payroll Savings 
Plan, and we are proud that the National Tube Company, one of our subsidi- 
aries, was the first of the large industrial companies of the nation in 1950 to 
have more than 80% of its employees participating. Remember, you build for 
your own and your country’s future when you save.” 


Mr. Fairless is not expressing a personal opinion, nor is he 
speaking for other far-seeing executives when he tells you 
that our economy is built on tk savings of the people and 
aman builds for his own and his country’s future when he 
saves. 

Actually, Mr. Fairless is merely putting in words the 
thoughts and action of the millions of employed men and 
women who now hold more than 50 billion dollars in U.S. 
Savings Bonds. 

$50,000,000,000! Who sold all those bonds to millions 
of people? The answer is, nobody sold them. 

807 of the employees of the National Tube Company ... 
75% of the employees of Carnegie-Illinois Steel Company 
... thousands of employees of other U.S. Steel subsidiaries 
...more than 8 million employees of other companies 


bought U.S. Savings Bonds and are buying them every 
month on the easy, automatic Payroll Savings Plan. Their 
employers merely offered these men and women an oppor- 
tunity to save for their future. There was no pressure, no 
emotional appeal. 

How does employee participation in your Payroll Sav- 
ings Plan match up with the 80% of National Tube, the 
75% of Carnegie-Illinois? Or, perhaps you are one of the 
relatively few large companies that do not have a Plan? 
In either case, wire or write, Savings Bond Division, U.S. 
Treasury Department, Suite 700, Washington Bldg., Wash- 
ington, D.C. Your State Director is ready to help you with 
a package plan—application blanks, promotional material, 
practical suggestions and all the personal assistance you 
may desire. 


The U.S. Government does not pay for this advertising. The Treasury Depart- 
ment thanks, for their patriotic donation, the G. M. Basford Company and 
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new colors of Asbestone shingles for 
residential roofing and siding. The 
Asbestone Corporation, 5300 Tchou- 
pitoulas Street, New Orleans, La. 


32. Thrif-T Woodwork. Illustrated 
48-page catalog contains complete 
descriptions and_ specifications of 
Thrif-T packaged millwork items for 
windows, casements, exterior and in- 
terior doors, china cases, wardrobes, 
mantels, overhead garage doors. The 
Roach and Musser Company, Musca- 
tine, Iowa. 


34. Aluminum Sink Frames. Four- 
color folder gives complete instruc- 
tions for installing Trimedge ex- 
truded aluminum sink frames. Im- 
printed with the dealer’s name, the 
folder is an appropriate self-mailer. 
Trimedge, Inc., 4021 Mahoning 
Avenue, Youngstown 1, Ohio. 


36. Builders Hardware. New items 
and improvements in the Adams- 
Rite line of locks and builders hard- 
ware specialties are shown in cata- 
log No. 49. The Adams-Rite Manu- 
facturing Company, 540 W. Chevy 
Chase Drive, Glendale 4, Calif. 


38. Sash Balance and Pulleys, Grand 
Rapids invisible sash balance and 
sash pulleys are clearly described and 
shown in a 16-page catalog. Instruc- 
tions are included for installations in 
all types of double-hung windows. 
Grand Rapids Hardware Company, 
Grand Rapids 2, Mich. 


40. Ideal Millwork. Folders illustrate 
and describe Ideal Brand kitchen 
cabinets, wood window units, colonial 
entrances, fireplace mantels, linen 
and corner cabinets, and other mill- 
work. William Cameron and Com- 
pany, Wholesale, Box 889, Waco, Tex. 


42. Metal Thresholds and Saddles. 
Illustrated catalog No. 9 lists 38 types 
and designs of thresholds and sad- 
dles in aluminum and brass, and 
also a complete line of other metal 
weatherstrip material. Southern 
Metal Products Corporation, 921 
Rayner Street, Memphis, Tenn. 


44. Material-Handling Equipment. A 
specification chart for 45 standard 
Ross carriers is included in an at- 
tractive new bulletin. Various models 
are shown in action in the photo- 
graphs, The Ross Carrier Company, 
Benton Harbor, Mich. 


46. Hollow-Core Doors. Selling 
points of Paine Rezo hollow-core 
flush doors are described in an at- 
tractive three-color folder. Sketches 
show interlocking air-cell grid core 
and other construction details for 
various door styles. The Paine Lum- 
ber Company, Ltd., Oshkosh, Wis. 


48. Asphalt Shingles. A new four- 
color folder for consumer distribu- 
tion shows the interlocking wind- 
proof feature of Ruberoid Dubl- 
Coverage Tite-On shingles. When 
held up to the light, this clever 
folder shows the double and triple 
coverage of the shingles. The Ruber- 
oid Company, 500 Fifth Ave., New 
York 18, N. Y. 


50. SSIRCO Building Products. [II- 
lustrated literature, newspaper ad- 
vertising mats, radio scripts, in- 








struction sheets, and price lists are 
available on roofing, siding, ply- 
wood, wallboard, insulation, garage 
doors, and screening. Advertising 
Department, Southern States Iron 
Roofing Company, P. O. Box 1159, 
Savannah, Ga. 


52. Stanley Hardware. Six col- 
ored, illustrated consumer folders 
are available on Stanley Roll-Up 
garage doors; paneled garage door 
with Econ-O-Matic swing-up hard- 
ware; ornamental black hardware; 
screen hardware; cabinet hardware, 
and sliding doors. The Stanley 
Works, New Britain, Conn. 


54. Metal Building Products. An 
illustrated pocket catalog shows the 
complete line of Leigh metal build- 
ing products. Information is _ in- 
cluded on door canopies, window 
awnings, ventilators, ornamental 
shutters, package receivers, dust 
chutes, clothes chute doors, and 
flower boxes. Air Control Products, 
Inc., Coopersville, Mich. 


55. Fiber Wallboards. Folders are 
offered with information on colors, 
appearance, and uses of Duo-Tone 
and Pebbled Perfect-O-Cell fiber 
wallboards. The Plastergon Wall 
Board Company, Philadelphia Ave- 
nue, Buffalo 7, N. Y. 


56. Fireplace Unit. An eight-page 
circular describes advantages of 
Heatform, a_heat-circulating fire- 
place. Other special literature sent 
to dealers. The Superior Fireplace 
Company, 601-V North Point Road, 
Baltimore 6, Md., or 1708-D East 
15th Street, Los Angeles 21, Calif. 


58. Hinges, Other 
126-page catalog contains illustra- 
tions and _ specifications of some 
3,000 types and sizes of Hager 
hinges, hasps, shelf brackets, mend- 
ing plates, corner braces, and win- 
dow hardware. C. Hager and Sons 
Manufacturing Company, 139 Victor 
Street, St. Louis 4, Mo. 


5%. Pressure-Treated Lumber. New 
illustrate? folder describes problems 
of rot and termite damage in residen- 
tial constuction. It tells how lumber 
is “Wolmanized” through pressure 
treatment, and how this method pro- 
tects homes. The American Lumber 
and Treating Company, 332 S. Michi- 
gan Avenue, Chicago 4, III. 


Hardware. A 


60. Clay Pipe and Specialties. At- 
tractive two-color booklet describes 
Oconee vitrified clay sewer pipe. 
fittings, flue, brick, drain tile, and 
structural specialties. The Oconee 
Clay Products Company, Milledge- 
ville, Ga. 


62. Aluminum Casement Windows. 
A 10-page, four-color catalog shows 
the complete line of Ualco Life-Time 
aluminum casement windows in 
standard and modular sizes. Draw- 
ings of installation details and sug- 
gested uses included. Advertising 
material is available to dealers. The 
Union Aluminum Company, Inc., 
Sheffield, Ala. 


64. Masonry Cement. Pocket-size 
booklet contains suggestions for bet- 
ter masonry construction, tables 
showing amounts of mortar and 
masonry products needed, and gen- 
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PRINTED HELPS 
(From page 5) 
Order this FREE LITERA- 
TURE by filling in coupon on 
page 5 of this S°B‘S, then 
mail! 


eral information on Cumberland 
Portland Cement Company, Chatta- 
nooga Bank Building, Chattanooga 
2, Tenn. 


66. Marlite Paneling. The Marlite 
color folder—a “miniature catalog 
for prospective customers—tells the 
complete story about these plastic- 
finished panels in wood and marble 
patterns. The complete range of 
colors is shown. Marsh Wall Prod- 
ucts, Inc., Dover, Ohio. 


68. Plywood Catalog. The handsome 
Weldwood catalog is profusely il- 
lustrated. Among the 66 products de- 
scribed are many new finishes and 
grades of plywoods. The United 
States Plywood Corporation, 55 West 
44th Street, New York 18, N. Y. 


70. Plastic-Faced Plywood. Four- 
page folder with colored illustrations 
contains technical data and suggest- 
ed uses for GPX, plastic-faced ply- 
wood, in residential and commercial 
construction. The Georgia-Pacific 
Plywood and Lumber Company, 
Southern Finance Building, Augusta, 
Georgia. 


72. DeLuxe Tileboard. Folders de- 
scribe six distinctive patterns of 
Miratile deluxe tileboard and Mira- 
tile Leatherpanels, made of ¥-inch 
Masonite tempered hardboard. The 
Tile Board Panel Division, Miratile 
Manufacturing Company, Inc., JS, 600 
West 8lst Street, Chicago 20, Ii. 


74. Aluminum Products. A new 
eight-page catalog shows Reynolds 
Lifetime aluminum roofing, siding, 
reflective insulation, gutters, down- 
spouts, built-up roofing, and case- 
ment windows. Reynolds Metals 
(Company, 2036 South Ninth Street, 
Louisville 1, Ky. 


76. Insect Screen Guide. Retail prices 
of Cortland brand insect wire screen- 
ing can be figured quickly and easily 
with a new 22-page Surface Table 
guide. Other sales information is in- 
cluded. Wickwire Brothers, Inc., Cort- 
land, N. Y. 


78. Arm-Glaze Putty. Folder ex- 
plains the application of this bluish 
gray elastic compound for glazing 
windows. Millwork operators through- 
out nation are quoted as to its serv- 
ice and economy. The Armstrong 
Company, 4065 S. La Salle St., Chi- 
cago, Ill. 


83. Aluminum Windows. Advan- 
tages and selling points of Metalart 
precision aluminum windows are 
given in an attractive two-color 
folder. Sketches show installation de- 
tails and construction data. The 
Metal Arts Manufacturing Company, 
Inc., P. O. Box 4144, Atlanta, Ga. 











Present restrictions on new home building need not re- 
strict your own opportunity for profitable roofing business. 


Consider these facts: 


According to best estimates a total of 800,000 new 
* housing units will be built in 1951. This, itself, is a 
pretty good-sized market in any year, yet... 


It represents only a part of the total roofing market 
in prospect for this year. 


3 The BIGGER part—much BIGGER part—will be 
* reroofing, maintenance and repair. 





Yes, people are going to need new roofs on their houses : : : 
and people are going to have money to buy them! Money that 
might otherwise be spent for hard-to-get consumer goods is 
available for home-improvements and repairs. 

You can claim your share of this ripe market by selling 
and applying Barrett* Asphalt Shingles. The Barrett line 
includes not only a wide variety of ‘‘conventional’’ shingles 
but also top-flight, exclusive design, lock-type shingles. 
Barrett* Shingles are approved by Underwriters’ Laboratories, 
and meet every requirement for superior reroofing at 
moderate cost— values your competition just can’t beat. 

Don’t put it off—get in touch with Barrett today! Let 
your Barrett representative give you full information as to 
products, prices, deliveries, advertising and promotion 
backing that really help you sell. 


THE BARRETT DIVISION 


205 W. Wacker Drive, Chicage 6, lil. 
1327 Erie Street, Birmingham 8, Ala. 
36th St. & Gray's Ferry Ave., Philadelphia 46, Pa 


a 


*Reg. U.S. Pat. Off 
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New aggregate 
makes perfect plaster 





WORKMEN PLASTER FASTER WITH TENSULATE PERLITE . . . because each cellular 
particle of this volcanic ore is refined for uniformity. As an aggregate it is ten times 
lighter than sand. Handles faster, goes on smoother, dries out rapidly. Requires no 
“wetting down” as you work with it. Tensulate Perlite makes a tough plaster, crack- 
resistant, resilient so that normal vibration in a building can’t damage it. You can saw 


through it. You can nail into it. It doesn’t deteriorate. Tensulate Perlite makes a fire- 
proof, vermin-proof, moisture repellent interior of great beauty. 
PACKAGED IN MULTI-WALL BAGS FOR EASY STORAGE AND HANDLING PRODUCTS g CHEMICAL 


PROFIT WITH TENSULATE PERLITE. A strong promotion and advertising campaign is oc. 
sweeping the South. It means profit for you in today’s big building market. o¢potalionw, 


WRITE TODAY for details on prices, shipments and selling help. Take advantage of re. Vo 


mixed car load shipments of Tensulate Perlite and Tensulate Insulation to keep your 
inventory at a profitable level. 


TENSULATE 


TE 
TENSULA PERLITE 


CHARCOAL INSULATION 
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Get WTAE 


of Institutional Building 





This year promises to be a truly great year for institutional 
building. To i your share make your bids stand out by 
specifying Ualco Lifetime* Aluminum Windows — Case- 
ment, Hopper, Twinsul, Basement . . over 300 standard and 
modular sizes and variations. All Ualco Lifetime* Aluminum 
Windows meet the highest standards . . and chop a sub- 
stantial amount from construction costs. Only Ualco offers 
Aluminum Casement Windows in Modular Sizes! Mail 
coupon, today .. it'll be well worth your while to get com- 
plete details .. NOW! See our catalog in Sweet’s Files. 


*Registered U. S, Pat. Off. 














UNION ALUM'NUM COMPANY, Inc. 
Department S-251 + Sheffield, Alabama 


Gentlemen: Without obligation, please send me your Ualco catalog. Please check: 


1 am an —_Architect, Building Supply Dealer, Building Contractor. 
iA 
a 


ee ~~ PPP 
Sa [<= FREE CATALOG 
ee Sac f Today! 


CITY. ZONE STATE. 


UNION ALUMINUM COMPANY, inc., SHEFFIELD, ALABAMA 
Worlds largest Manufacturer Xf, of Mluminum Casement Windows 
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a Mengel Flush Door—Hollow-Core or Solid- 
Core—has dove-tail wedged-locked joints at all four 
corners! This fine, exclusive, cabinet-maker’s con- 
struction is found only in Mengel Flush Doors— 
requires more lumber, extra machining and labor, 


but you get stronger and more stable doors. 


Mengel Flush Doors also provide many other ad- 
vantages. They are designed and built to the high- 
est standards of quality for extra durability, extra 
eye-appeal. Get all the facts. Write today for our 
new full-color descriptive A.I.A. catalog, including 
specifications. 


Plywood Diucston ,THE MENGEL COMPANY, oacscdlle /, Kentucky 
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NEW SALES WINNING 
COMBINATION... 


K 


» 
“S ee ol 


GREAT ROOFING NAMES COMBINE 
TO HELP YOU BUILD SALES & PROFITS 


Reynolds Lifetime Aluminum Roofing and SSirco SService a new combination that means 
bigger profits better business for SSirco dealers! 

To bring you. this sales-winning combination, Southern States is now distributing 
aluminum roofing and building products under the famous Reynolds LIFETIME trademark 

This trademark will add $$ to your $ale$ because LIFETIME Aluminum Roofing is 
nationally advertised by the Reynolds Metals Company, is khown and used by building 
owners throughout the country. You can tie-in your local advertising with the big national 
campaign . turn the Reynolds demand in your trading area into sales and profits for 


your store: 


NEW PER MATS DECALS DISPLAYS 
ee | cccuimmenisenall 


There is no better roofing than Reynolds LIFETIME Aluminum Roofing ... and no 
better service than SSirco SService — Service with a dovble “S$”! 

Let this powerful combination work for you. Write your 

nearby SSirco Warehouse for prices today! 








TRI-DEM SCORING .. . exclusive 
Barclay feature gives three di- 
mensional effect ... real tile-like 


appearance! 
@PRESDWOOD MOULDINGS y Lj 


ET THE ACCESSORY BONUS! Barclay 
Accessories average 40% extra 
profit on every tileboard order! Stock and 
sell Barclay Paneling and Accessories for 


bigger business! Write today for details! 

















Dealers like Barclay Paneling because 
it means higher profits, satisfied cus- 
tomers, repeat sales! Applicators like 
Barclay Paneling because it’s quickly 
and simply installed. Most important, 
Homeowners want Barclay Paneling 
for its smart, modern appearance, 
smooth, easy-to-clean surface, and 
extreme low cost! 

Barclay Paneling is ideal for homes, 
stores, and offices. It’s available in 
three surface designs... Tile Pattern, 
Solidtone, and Stream-Lined. Get Big- 
ger Sales, offer Barclay’s Three Way 
Savings ... low price . . . low installa- 
tion cost... no expense of painting 
or redecorating. 














Divider 


MOULDINGS 


He @ALUMINUM _ tasing 
Mullion 


Cap a Inside 2G 


Ligier 
bd Outside Corner 
Mastic Cement Gime 3 Tub Moulding 


en ini ose i ieeSob renal sittin 
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With Weldwood Plywood, it’s easy 
for the builder, contractor and 
even the home owner himself to 
transform a shabby, space- 
wasting basement into a modern, 
spirited playroom like this. Other 
rooms lend themselves to similar 
treatment. 


Remodel the profitable remodeling market 
your way! 


Now that folks are saying “Let’s finish the attic”. . .“Let’s re-do 
the living room’’. . .““Let’s build that extra bedroom”. . . here’s 
a practical suggestion on how you can cash in. 





Make yourself an “Information Center” on moderniza- 
tion! 


The vast remodeling market will more than make up for 
any drop in new construction business, if you go after it. And 
it’s so easy to get! 


Simply explain to customers the wonderful opportunities "aid S_ 
Tell the handyman about beauti- — 


in Weldwood®*, not only for attics, living rooms, and extra ai 
bedrooms, but for such improvements as bookcases, cupboards, _¥!, inexpensive Plankweld® pre- ' 
ai bai finished wood paneling available in the easy to handle size of 
television corners and, of course, ceilings of Weldtex Squares. 1614" by 8 ft, In handsome weeds such os oak end birch, this penc!- 
ing is easily fastened by concealed metal clips to old walls or new. 
Rooms modernized with decorative Weldwood hardwood 
plywood in birch, oak, walnut, Korina or any of the many 
other fine Weldwood panels mean a delighted customer and A NEW SLIDE FILM READY NOW 


a worthwhile profit for you. 





Our fine, new slide film entitled “Building Better with 
Weldwood Plywood” tells the complete and up-to-date 
Remember — customers for remodeling include the home story of plywood installation in all its many phases. Fea- 
handyman on tealhen hetihdiees: ueteesenes tte job carpenters. tures 80 different slide frames in full color. Complete with 
, : : ? ? * synchronized spoken message. Running time 15 minutes. 
The important thing is to educate everybody on “how to do Get in touch with the Weldwood representative and let 


it.” That’s where the new Weldwood film will help. him help you set up meetings with contractors and builders 
to show this interesting and helpful film. By thus becoming 


; o ; an “Information Center,” you'll profit from the tremen- 
Interior grade Weldwood Plywood is guaranteed for the dous volume of modernization work. 


life of the building in which it is used. 


= ® 
WELDWOOD Plywood 
Manufactured and distributed by 
UNITED STATES PLYWOOD CORPORATION New York 18, N.Y. 


ond U.S.-MENGEL PLYWOODS, INC., Louisville 1, Ky. 
Branches in Principal Cities ° Distributing Units in Chief Trading Areas | 
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ee ee i, fee a 
——<— backed by powerful consumer advertising they "™emees 


can add many dollars to your present volume 


DESCRIPTION: MIRACLE Tub-Caulk dries fo a white glossy velvet-like waterproof 
finish within one hour on any surface. Does not yellow even under continued 
use of harsh scouring powders, grease, acids, or alkalis. Unlike conventional 
sealers it contains no lime, cement, plaster of paris, or drying oils... it is 
100% resin. H will remain elastic, pliable, and sufficiently soft, expanding or 


contracting with the joint it seals. 


APPLICATIONS: 


Use MIRACLE Tub-Caulk for filling cracks between bath- 


tubs or sinks and walls, 


waterproof bond. 


DESCRIPTION: MIRACLE Black Magic ADHESIVE is not 
glue”. It is a heavy-bodied solvent-type mastic — black in color as the 
name implies — which sets without heat or pressure fo a strong, lasting 


just “another 


Don't compare Black Magic fo any transparent cements, pastes or glues 


now in your store. It is as different from these as day and night — both in 


properties and uses. 


indoors or out. 


APPLICATIONS FOR 


= es! 


Use MIRACLE Tub-Caulk between window or door frames 


and tile or plaster wails. 


Use MIRACLE Tub-Caulk for sealing channels and mould- 
ings which hold tileboard wherever dampness or mois- 


ture is a factor. 


Use MIRACLE Tub-Caulk for waterproofing around 


shower stalls. 


MIRACLE ADHESIVE» 
THREGHAO et 


BES Z Z| 


To bond door saddles and thresholds to concrete or 
metal floors — also to bond abrasive stair treads 
without necessity of drilling, use TYPE M. 
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MIRACLE BLACK MAGIC ADHESIVE 
IN THE BUILDING FIELD 


SsrAsH Back 


To attach metal or plastic moulding fo sink or 
counter tops — use TYPE M. To install linoleum on 
= on counter tops or in damp areas — use 


Oniy Black Magic will do the job permanently — 


HOUSEHOLD USE: 


Eliminates drilling — bonds soap dishes, towel racks, efc. 
direct to tile and other type walls, 


Fastening rubber gaskets, strips, and bumpers on car 
doors, refrigerators, etc. 


Replacing loose tile in walls, floors, mantels, tables, etc. 


Acts as a lockwasher or expansion bolt fo keep bolts and 
nuts in place and to stop rattling. 


To replace mirrors in compacts —bond glass, etc. 


UNCLEUM FORMICA ETC 
COUNTER Tor 
WRACLE ACMESIVE 


COUNTER 


To mount nameplates, paper towel dispensers, 
metal or clay tile —or metal sheeting for splash- 
backs and table fops, use TYPE M. 


we. 
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BRERS Whatever you're selling—you're no b 
0 ter than the line you're handlin y 
find MURRAY the most satisfyj constructed, the 


fastest moving line i 
line that counts. 


MURRAY 24” 
Window Fan 


Most vers#ile fan made. 
Especially f designed for 
apartmentR offices and 
smaller Romes. Light 
weight — edsily portable 
— attractive ‘appearance 


MURRAY 
Horizontal 


$ unconditional 5- 
year guarantee (except for belt and motog/. Sizes 24” with 4 hp. 
motor to 48" and °4 hp. 

Housing heavy-guage steel ‘ame “seamless, die-formed 
tubing.” Torrington, PATE . perfectly balanced blades — 
sealed ball bearings with gérmanent lubrication. All Murray Fans 
rated by ASHVE AND NAFM. Also available in vertical mounting, 
horizontal — discharge pa@kage units 24° — 48- 

A> feweterritories open 
For full details, prices and literature 
Write to H.C. Biglin Company Sales Agents 


THE DEPT. g; 


>HARRIS STN W ATLANTA GA 








&9 Dealer’s 
a» 


Opinion 





Sam Levy is secretary-treas- 
urer of one of the largest 
building material dealer- 
ships in Louisville, Ky., Ja- 
cob Levy and Brothers, Inc. 
The new president of the 
Kentucky Retail Lumber 
Dealers Association, he be- 
lieves in dealers expressing 
themselves on business pro- 
cedures and legislation that 
affects private enterprise. 


DESPITE the handicap of restrictions and tak- 
ing into consideration the possibility of short- 
ages that may plague dealers intermittently 
throughout the year, 1951 should still be pro- 
ductive of a satisfactory sales volume. 


After all, if the official government “target” 
of 850,000 houses is reached in 1951—that will 
still be lots of houses! And no dealer should 
rule out the possibility that credit controls on 
private-home construction may be relaxed in 
certain defense areas where stiff terms are 
hampering needed construction. Then, too, one 
must not lose sight of the vast potential in the 
field of home modernization and repairs. 


Generally, lumber and building material 
dealers were not hampered because of slow de- 
liveries during the first half of 1950. However, 
today one must not overlook the fact that un- 
employment now is virtually non-existent. So, 
from present indications and assuming that 
weather conditions will be favorable, spring 
sales this year should compare favorably with 
those in 1950. 


In view of these favorable factors, it would 
appear to be a wise policy for progressive deal- 
ers to place orders now for anticipated needs 
for spring sales while shipments can still be 
made with a reasonable degree of promptness. 


This supply business will not be there for the 
asking. But, the live, aggressive, merchandise- 
minded dealer with complete and well-balanced 
stocks should be in position this spring to 
reap the benefits of his foresight. 


I fully realize that uncertain and trying days 
are ahead; that 1951 will be a challenging year. 
But, life must go on! Homes will be built. 
Extra rooms will be added. Old, worn-out roofs 
will develop leaks and will require replacing. 
Existing homes must be maintained in 
condition to protect the owner’s investment, 
as well as the health and welfare of the family. 
So, it seems to me, the alert lumber and build- 
ing ao dealer should find a big market in 

ol. 
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BUCKSKIN READY BEND TONE PERFECT-O-CELi 

1/10” pebbled wallboard es- 2-color 3/16” wallboard in 6 3/16” pebbled wallboard with 

pecially useful in display work. different color combinations. extra sizing on both sides. 

4’ x 8’ panels... 20 pieces Four ply... 48” wide...6 to Rich, cream color. 48” wide... 

per bundle. 12 ft. long. 12 pieces per standard lengths 6 to 12 ft. 
bundle. 


Which of these Fast-Selling 
PLASTERGON WALLBOARDS 


will your next customer want? 





ECONOMY 

A lot of valve at low cost. 
Smooth finish both sides. 4 ply 
3/16” ...48” wide...6 to 
12 ft. long... 12 panels per 
bundle. ~ 


EBONY BUDGETAIRE : LOCKAIRE 

” asphalted underlay board. %” end 25/32” Asphatltic 

30” x 48” (100 sq. ft. per board. 48” wide... 7 to 12 
ponels 


bundle). Also standard panels ft, long... Also vfoint 
48” wide, 4 to 12 ft. long. 1. 2'x8’. 25/32 building beards. 


Be prepared for any customer requirement with 
the most complete wallboard line available today 


Plastergon furnishes and you can sell boards of all types 


- TT, 7.1 STERGO NT . . . pebbled, 2-colored, insulating alphalic, 
underlay, and plain finish. 


Plastergon furnishes at least one board in each of the 


Wallboards yelp ieee 


Plastergon furnishes boards in a wide variety of sheet 
sizes .. . and in planks and ceiling tile as well. 
THE PLASTERGON WALLBOARD COMPANY Yeu: Plaster has th sete Ii hel 
, ; gon has the most complete line to help 
P. O. Box 40, Station B, Buffalo, N. Y. you meet all of your customers’ needs. Write or 
phone today for full details. 
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LOCKING Lever 


For 
%' TO 1%" 


An exclusive locking device on this new 
Stanley Screen and Storm Door Latch 
makes it a latch that can’t lock you out! 
Surface applied, available in steel or brass 
with wide choice of finishes, it’s a year- 
round item that you can start selling 
right now! 


Reg. U.S. Pat. Off. 
THE STANLEY WORKS, NEW BRITAIN, CONN, 


HARDWARE ® TOOLS ® ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 
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L OOK how effectively the new Insulite 
SHINGLE-BACKER achieves rich, new beauty 
for shingled exteriors! See how easily it solves the 

roblem of uniform exterior shingle application! 

e long 48-inch panels cover a lot of space — 

fast — and provide a firm, smooth undercourse 
that makes it easy to match the outside processed 
shingles with uniform deep-line shadow beauty. 

Only a few seconds time and just 4 nails give 
you a strong, wind-resistant, uniform under- 
course that ordinarily requires many miscella- 
neous shingles, many nails and much longer time 
to apply. It saves man-hours, eliminates waste 

. . and in many cases the total applied cost is RESISTS WINDS BEYOND 250 M. P. H. 
surprisingly less than the cost of stan ard double- Complete instructions show how to use the new Insulite 
coursing procedure. Insulite SHINGLE- application system for applying shingles over Bildrite 
BACKER is made of genuine waterproofed poner sypee Bir Snctben wetter at oe 
Graylite— asphalt-im regnated throughout. It is Gases cealibals air Sieate pr or o- duubie taabame 
equally effective for shingling on wood sheathing —- rag oe wind tomnalecaeaieonanenS 
or Bildrite Sheathing. Ask your Insulite represen- sEossaslantiaadudiie, Ohieanaeanesaieaneeaciaaine 
tative to give you all the facts. exterior beauty. 


Write for Complete Information! 


INSULITE DIVISION x z MINNESOTA AND ONTARIO PAPER COMPANY 


MINNEAPOLIS 2, MINNESOTA 


*Reg. T. MU. S. Pat. Off, 
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WoOoD 
AWN 4 
Cc 
WINDOWS 


Gate City 


2 MONTICELLO, home of Thomas Jefferson 
near Charlottesville, Virginia, was built 
between 1769 and 1809. The wood 
windows are in sound condition today 
after a century and half of service. 


Here’s 
Proof! 


Wood Windows Last Longer! 


There's no question about it...mo other window 
material can match the proven record of wood for long 
lasting durability. And there’s no question about wood’s 
strength -- rigidity -- beauty -- silence -- resistance to 
fluttering and condensation -- imperviousness to mortar 
and cement. Toxic-treated select wood in GATE CITY 
Awning Windows is added assurance of protection 
against rot, fungus and termites. 


You'll also agree...chat no other window can match 
the Awning Window principle of design for climate 
control within the home. 


Add one more important feature! GATE CITY 
offers you all che important advantages for 1951, includ- 
ing availability, which have proven so profitable for 
GATE CITY Dealers in the past. 


Availability +> Minimum Storage Space Required + Priced Right for 
Quick Sales * One “Packaged-Unit” Delivery to the Job + Easy 
Installation + Adaptability to Every Style and Type of Building. 


Precision-made by Wood 
Window Craftsmen with 
over 40 years experience. 


2 DEALER! 
Write now for reprints 
of a series of illustrated 
advertisements, “Famous 
American Buildings Over 
a@ Century Old.” Sent post- 
paid -- no obligation. 





MEMBER OF THE 
PRODUCER’S COUNCIL, INC 


'~ Gate City -----75 


SASH & DOOR CO., Dept. SBS-2 
FORT LAUDERDALE, FLORIDA 

Gentlemen: Please send full particulars 
on your dealer offer. 
NAME 
ADDRESS 


MAIL 
NOW 
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Association Direc fory 


Associations serving Building Supply Dealers in 
Southern and Southwestern states—and served 
by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange—519 Stallings Building, 
Birmingham 3, Ala. Executive Secretary: Mrs. Mary K. Harless. 
Tel. 7-3195. President: W. Thornton Estes, Birmingham, Ala. 


Arkansas Association of Lumber Dealers—727 Pyramid Building, 
Little Rock, Ark. Secretary: E. DeMatt Henderson. Tel. 8283. 
President: George Packard, Fort Smith, Ark. 


Carolina Lumber and Building Supply Association—114 Builders 
Building, Charlotte, N. C. Secretary-Manager: E. M. Garner. 
Tel. 2-4921. President: H. 6. Sherrill, Statesville, N. C. 


Florida Lumber and Millwork Association—2218 Edgewater 
Drive, Orlando, Fla. Secretary-Treas.: Mrs. Marie M. Bennett. 
Tel. 2-3761. President: R. D. Morris, Jacksonville, Fla. 


Kentucky Retail Lumber Dealers Associatlon—Knott Building, 
Lebanon, Ky. Secretary: Donald A. Campbell. Tel. 74. Presi- 
dent: Sam Levy, 12th at Breckinridge, Louisville 10, Ky. 


Louisiana Building Material Dealers Association—528 Florida 
Street, Baton Rouge, La. Secretary-Manager: R. Needham Ball. 
Tel. 2-4080. President: Thomas H. Harrel, Winnfield, La. 


Building Material Merchants of Georgia—1925 Ponce de Leon 
Avenue, N. E., Atlanta, Ga. Counselor: Joseph G. Rowell. Tél. 
CRescent 6455. President: W. R. Bedgood, Athens, 6a. 


Lumbermen’s Association of Texas—Second National Bank Build- 
ing, Houston 2, Tex. Executive Vice-President: Gene Ebersole. 
Tel. PReston 9157. President: John R. Armstrong, Amarillo. 


Middle Atlantic Lumbermen’s Association—1528 Walnut Street, 
Room 1123, Philadelphia 2, Pa. Executive Director: Robert A. 
Jones. Tel. PEnnypacker 5:5377. President: Claude 6. Ryan. 


Mississippi Retail Lumber Dealers Association—650 South State 
Street, Jackson 5, Miss. Secretary-Treasurer: E. B. Lemmons. 
Tel. 3-2077. President: Earl M. Jones, Jackson, Miss. 


National Retail Lumber Dealers Association—302 Ring Building, 
18th and M Streets, N. W., Washington 6, D. C. Executive Vice- 
President: H. R. Northup. Tel. NAtional 6757. President: 
Clyde A. Fulton, Charlotte, Mich. 


Oklahoma Lumbermen’s Association—815 Leonhardt Building, 
Oklahoma City, Okla. Industrial Manager: W. M. Morgan. Tel. 
7-0338. President: Paul Leonhard, Oklahoma City. 


Southern Sash and Door Jobbers Asseciation—209 Sterick 
Building, Memphis 3, Tenn. Secretory-Treasurer: Clark E. 
McDonald. Tel. 8-4588. President: M. C. Davidson, Housten, Tex. 


Southern Wholesale Lumber Association—McMillan Bank Build- 
ing, Livingston, Ala. Secretary-Manager: Robert F. Darrah. Tel. 
3051. President: Arthur C. Bishop, Louisville, Ky. 


Southwestern Lumbermen's Association—512 R. A. Long Build- 
ing, Kansas City 6, Mo. Secretary-Manager: Allan T. Flint. Tel. 
Victor 2265-6. President: Charles H. Kemper, Troy, Mo. 


Tennessee Building Material Association—711 Broadway, N. E., 
Knoxville 17, Tenn. Secretary-Manager: R. 0. Brownlee. Tel. 
2-0185. President: T. 0. Lashlee, Humboldt, Tenn. 


Virginia Building Material Dealers Association—3303 Monument 
Avenue, Richmond 21, Va. Secretary-Manager: Harris Mitchell. 
Tel. 6-1749. President: Emest L. Whitehurst, Nerfolk, Va. 


West Virginie Lumber and Builders Supply Dealers Asseciation— 
P. 0. Box 1589, Fairmont, W. Va. State Secretary: Sam H. 
Diemer. Tel. 364. President: Earl Lilly, Beckley, W. Va. 
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M, O. Harum, vice-president of 
Allied Building Credits, Inc., Los 
Angeles, Calif., observes: ‘The 
light construction industry is in an 
enviable position in the fight for 
its share of the consumer dollar 
for the reason that it has been 
favored with more lenient credit 
regulations than other basic indus- 
tries. This is an advantage that the 
aggressive retailer in our industry 
should recognize and exploit. 

“The space we have occupied 
(in S*B*S) has been beneficial. Our 
congratulations go to you for the 
general over-all make-up and con- 
tents of your publication.” 


Per Lauren, editor, Industrial 
News Service, Stockholm, Sweden, 
wrote: “As we have found your 
paper very interesting, we should 
highly appreciate if you could put 
us on your mailing list for the free 
controlled circulation.” 

(SBS replied: “Our magazine 
is sent free, but—under the Con- 
trolled Circulation Audit rules— 
to retail and wholesale building 
material dealers in the 18 Southern 
and Southwestern states of this 
nation, This precludes adding such 

















an admirer as yourself to this free 
list.) 
*sS°*B’*S* 

Lloyd C. Clanton, owner, Clanton 
Lumber and Supply Company. 
Shreveport, La., and dealer repre- 
sentative on Department of Com- 
merce Retailer Advisory Commit- 
tee, reported: “I have had the satis- 
faction of receiving several flatter- 
ing comments on the article ap- 
pearing in the December issue, 
‘One Dealer’s Opinion.’ Each deal- 
er felt that articles of this kind 
would be timely.” 

*s°B’*S* 

On January 23, an Ashland, Ky., 
dealer requested: “In your August 
1946, issue there was a house plan 
available for $5.00. Enclosed is 
check for a set of plans.” 


J. Russ Gray, sales promotion 
manager for U. S.-Mengel Ply- 
woods, Inc., Louisville, Ky., wrote: 
“You are certainly to be compli- 
mented on your magazine. I, of 
course, receive it regularly, read it 
and mail pertinent items to people 
who might be interested in them. 
For instance, your last issue had 
several interesting articles about 
dealer customers and friends of 
ours, 

“We are including the reprint 
of your (S*B*S) article in the ‘Push 
Plywood’ series in a folder for stud- 
ents attending the courses at the 
University of Kansas City and 
Southern Methodist University.” 


*s*B‘S* 


Wastepaper is vital to our de- 
fense effort! Since the Korean 
war, the demand for products 
manfactured from wastepaper has 
increased. Paperboard, paper, roof- 
ing materials, building boards are 
made of wastepaper. So don’t burn 
it or throw it away. Give it to a 
Boy Scout troop, school child, PTA, 
Salvation Army. They will sell it 
for a good price—and put it back 
in circulation! 





This NEW low cost all steel 
damper is full size . . . heavi- 
gage . . . top quality helps re- 
duce construction cost. 


Has overwhelming acceptance 
. « everywhere. 


ALL 
STEEL 


No. S. All Steel in four popular sizes for 
and 42” with 


fireplaces 30”, 33”, 36” 
Poker Control. 


Getter 


KEEP YOUR 
STOCKS ADEQUATE 


ORDER NOW! 


(erty) FIREPLACE DAMPER 


Free new booklet on 
fireplace construction 
data and our build- 
ing products. Write 
for your copy and 
prices on this top 
quality line. 


Reputation of the Cast Iron 
No. B Damper is unequalled. 
Specified by architects . . . pre- 
ferred by contractors and dealers 
requiring the very best. 


Built to last . . . made to satisfy 
- . « priced to sell. 


CAST 
IRON 


No. B. Cast Iron in all sizes for fireplaces 
24” to 68” wide. Rotary, Poker and 


Chain Control. 
PEERLESS... THE ONLY DAMPERS PROTECTED WITH RED OXIDE 








Smart dealers are selling distinctive Peerless Fireplace Fixtures . . 


OUR 


. add them to your display .. . 
boost sales and profits. Write for our Fireplace Fixture Catalog and prices. 8 7 TH 








PEERLESS MANUFACTURING CORP., INC.,LOUISVILLE 10, KY. YEAR 
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BUILDING SUPPLIES 


Address Mall to Editorial and Business Offices 
806 Peachtree St., N.E., Atlanta 5, Ga. 
DONALD L. MOORE, Editor 
HELEN MATTHEWS, Assistant Editor 
T. W. McALLISTER, Editorial Director 
BARON CREAGER, Southwestern Editor 
1305 National City Building, Dallas 1, Tex. RAndolph 7673 


FRANK P. BELL CHAS. E. SMITH J. A. MOODY 
Business Manager Asst. Bus. Manager Production Manager 





This Month's Main Features 


[temizing Declared Best Estimating Method 
Satisfies more Customers with Treated Lumber 
Special Services Attract More Paint Buyers 
Good Oak Flooring Comes from Modern Mill 
Defense Economy Calls for Budget Selling 
Sells Power Tools for Remodeling Jobs 

How to Collect Overdue Accounts 

Fuel and Supply Dealer Adds Lumber Products 


Classified Reading Matter 


Editorial: Pattern for the Years Ahead 
Washington News of the Month 

Federal Regulations that May Affect You 
News of the Month for the Industry 
Lumber Outlook and Supply Situation 
Association Activities and Convention News 
Product Parade of the Month 

Dealers in the News 





Copyright, 1951, W. R. C. Smith Publishing Co., Atlanta, Ga. 
CONTROLLED CIRCULATION AUDIT 
pa NATIONAL BUSINESS PUBLICATIONS [7.1 


Published monthly and mailed without charge to the wholesale and 
retail lumber and building material dealers in the 18 Southern and 
Southwestern states and the District of Columbia. To all others 
there is a subscription price of 25 cents per copy or $2.00 per year 


Business Representatives 
BOSTON: J. D. Parsons, 185 Jerusalem Road, Cohasset, Mass 
CHICAGO: John C. Cook, ol ° anes Ave., Highland Park, III 
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Hunter Package Attic Fans 
ARE EASY TO SELL — EASY TO INSTALL 


8 Throughout the nation, buildir material dealers are making 
xtra profits by selling Hunter vy Package Attic Fans. Every 
home builder, every home ov 1 prospect. These modern 
efficient cooling at lov t, and are being used in homes 
price ranges. They are t, powerful and dependable 
reason for the popu t f Hunter Package Fans is 
and inexpensive inst tior Fan, motor and suction 
in one unit that s only a ceiling opening in 
hallway and iess than 18” cle n the attic. Four models, 
fron 7 500 CFM, to fit any size 
home rtified 
Nati rtising to architects, con- 
tractors me builders has created ac- 
ceptan jemand for Hunter Package 
Attic | Displays, literature and ad 
mats ay to help you make sales 
eeeeeeeeeeeeereeeeeeeeeeeeereeeeeeeeeeeee eee 
Hunter Fan and Ventilating Company 
394 S. Fr Memphis 2, Tenn 
Mail for ee gee wah 
catalog 


and prices Firm 
Address 


Name 


City & State 
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"We wish we had more lines like PEE GEE! 


te ae 
y letter will answer a problem for you 


Union Supply Company, Inc. 


E. Sullivan Street 
Kingsport, Tennessee 
September 20, 1950 


Peaslee & Gaulbert Paint & varnish Co . Inc. 
Louisville, Kentucky - 


ATTENTION: Mr. Ned Booker. Advertising & 
Promotion Director 


pear Ned: 

We feel that the Pee Gee line ially assisted in creating 
prestige for this firm through its c ne merchandise and its 
ability to bring the customer b agai Being in the puilding 
material pusiness, We ra : aint, prushes, 
thinners, etc., but many other item 





“We have 
Tones, and One 
I feel that 
prand 
ticularly 4 
pusiness nas taken 4 jump 4s it of the 0 w 
next spriné will preak all records in our paint depar 
Incidentally. the new Sealkoatt is conepseencht wacom possibie the 
use of Deep Tones where it Wi met uit previously que to the qnadegnecy 
of the priming agent. squad entire much favorable comment of it. 
avons i ’ 
} ‘said of OneKoatt Mastic outside House paint. We're 
Swolume on it every day. and the word-of-mouth advertising 
by 2 is paying off, gt 
Ser tn closing, let #0 say again euateme areAog ae a cagata@ur Pee Gee 
alership after these 22 year ish we had more jnes like it 
ndest personal regards. I remain 


cordially yours, 
ION SUPPLY co.. INC. 


Signevwure 


Martin Karant 
Ass't Mer- 


Pp 
4 


Flatkoatt of demand for such bes 
p Tones, Onekoatt E t-sellers as: Onek 
; namels, Onekoatt Fl oatt House Paint. 
at and Semi-Gloss ; 


ss g 
? 


See See 


PEASLEE-GAULBERT “o2.2222"2.27"" \PAIN 


223 N. 15th St 
‘ ‘ ee 
Serving the South Since 1867 ville, Kentucky 
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PATTERN FOR THE YEARS AHEAD 





MERICA is returning to a war-time economy. 
Whether all-out war is inevitable, no one 
knows. But, obviously, the only way either to 
avoid or to win World War III is to prepare for it. 

That the nation faces a period of “austerity” is 
generally understood. The tragedy of Korea has 
shocked most of us into a full realization of the 
grim task which lies ahead. 

What many of us do not seem to realize—and 
this may apply not only to the man on the street 
but to some of our leaders in Washington—is that 
we are facing a far different type of emergency 
this time. It is not a repetition 
of 1917 or of 1941. The im- 


on the products of three automobile manufacturers. 

The long delay in establishing any definite policy 
naturally resulted in a highly inflationary situa- 
tion, as prices and wages were boosted generally 
in anticipation of a freeze. 

This time, even mandatory price controls will 
not be sufficient. We must attack the cause of in- 
flation if we are to control it. And the cause of in- 
flation is excessive consumer purchasing power in 
relation to the supply of goods and services. So the 
obvious remedy is to maintain as large a supply of 
consumer goods and services as the military pro- 
gram will permit, while at the 
same time reducing excess buy- 





mediate problem is not to pre- 
pare for a quick war—to throw 
everything we have into a big 
rearmament program, irrespec- 
tive of its effect on our civilian 
economy. 

Today we face the bleak 
prospect of having to live with 
at least a semi-war economy for 
many years. As someone has 
fittingly said: “The nation must 
be mobilized for an indefinite 
period in a world full of hate 
and fear.” 

So to prepare for this long period when, figura- 
tively speaking, we must stand with a gun in one 
hand and a hoe in the other, we cannot assume that 
it will be satisfactory merely to reinstate the regu- 
latory devices which served us well during other 
emergencies. Instead, we must consider carefully 
not only how we can build up and maintain a 
powerful military machine but how, at the same 
time, we can keep our civilian economy operating 
at greatest possible efficiency. 

There is, for instance, the problem of price con- 
trol. It has been greatly complicated by the con- 
fusion existing in Washington. For months it has 
been assumed that in due time we would have 
price and wage controls, even though there are 
many who feel there are other and more effective 
ways of stabilizing prices. In fact, it was some five 
months ago that the Economic Stabilization Agency 
was established, ostensibly to control wages and 
prices. 

But for many months nothing at all was done 
about it other than to offer an impractical volun- 
tary price control plan with no wage restraints, 
along with a discriminatory order freezing prices 





A ees Pe koe eet 
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ing power by cutting down on 
non-military government spend- 
ing and by imposing higher 
taxes. 

It is entirely possible that by 
attacking the causes of the 
disease rather than the symp- 
toms, we might find that rigid 
price controls are not actually 


© een swe tees eevee er necessary. 


ee ee 


We must realize, too, that we 
face a new and different prob- 
lem in the financing of this 
military program. For as Sen- 
ator Byrd said in his recent letter to the President: 
“When we started preparedness for World War I, 
the Federal debt was little more than one billion 
dollars. When we started preparedness for World 
War II, the debt was a little more than 40 billions. 
Now we are starting to prepare for this, the most 
perilous of all threats to our freedom, with a debt 
of more than a quarter-trillion dollars.” 

So this time we must work on a pay-as-you-go 
basis. Otherwise, the financing of a great military 
program extending for many years might wreck 
our entire economy. And that would provide an 
easy victory for communism. 

But if we civilians tighten our belts, we are 
justified in demanding that government do the 
same thing. If we spend less in order to pay higher 
taxes, we should insist that government also 
practice rigid economies. If we abandon the idea 
of “business as usual” we have a right to ask that 
government abandon “politics as usual.” 

We need to cut a pattern for the years ahead 
which will enable us to build up and maintain our 
defenses while preserving our American way of 
life. It’s no time for socialistic experiments. 
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All the New Features 
your customers want- __. 


ASBESTONE 


ASBESTOS-CEMENT BUILDING PRODUCTS 


ASBESTONE ROOFING SHINGLES 3 


$ > 


1 ie 
STYLE : FINISH COLORS <. 
‘ Pe es 


Dutch {Wood |Greer | Fireproof 


Lap Grain Black _- 


: ‘white [E | Weatherproof 


Hexag- Smooth | Red 


4 eee  Termiteproof 


| pes | No Painting 
ASBESTONE SIDING SHINGLES a | No Upkeep 
| ) White ) 





Blends 
Wood on 
tone 


Ss t Wood . 
oe od ; . Insulating 


Wavy 


Edge Grain 


Blends 
) Gray 


ASBESTONE Super "G . 4 | St S 





CORRUGATED 
ROOFING and SIDING © 4 | 
Light Weight— ; a 


Amazing Strength 
6” Corrugations 


Makes a faster- = 


eS 


] & a 
draining roof Cag 
Looks like tile— 2S. j | eC ime 
} wears like rock a y : 


~“CHOICE OF COLORS Ee 
Tile Red — Natural Gray 47 





ASBESTONE CORPORATION 


5300 Tchoupitoulas Street - New Orleans 15, La. 


Specialists in Asbestos-Cement Building Products tor over 25 Years 
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Fritz Wagener is the expert cost estimator 
of the Daniel Lumber Company in La- 
Grange, Ga. He is seen at left running 


the estimated cost of a 


$36,000 residence, 


item by item. He measures up to the seven- 
test definition of a reliable estimator that 


his employer, 


President Alton Daniel, 


gives in this article. Daniel is seen below 
with two books on estimating and con- 


struction upon 


which his firm relies. 


ITEMIZING best estimating method 


—Says head of Georgia building supply- 
contracting firm that builds individual- 


ized homes. 


ARTICLE NO. 


THE ONLY safe way to estimate 
the cost of building a home or other 
structure safely and accurately is 
the Item Method of estimating, de- 
clares Alton Daniel, president of 
the Daniel Lumber Company. 

This LaGrange, Georgia, firm is 
known through Georgia and Ala- 
bama for its contracting abilities 
as well as its sale of lumber and 
other building materials. 

“Ever since the Daniel Lumber 
Company was founded in 1918 by 
my father and uncle on the prin- 
ciple that ‘the right way to do a 
job is the only way,’ my brothers 
and I have happily and profitably 
relied on the Item Method as the 


schools, 


other structures 


2 on HOME ESTIMATING SYSTEMS 


way to estimate jobs right,” Daniel 
explained. 

“Whether it be a modest resi- 
dence, built from a modified stock 
home plan, or an elaborate man- 
sion or institutional building, one 
of our estimators takes off the ma- 
terials and labor required to do the 
job right,” Daniel continued. 

“Our estimator measures the 
plans and lists the quantities on 
the Estimate Sheet. Of legal size, 
812x14 inches, this form is printed 
in green on canary paper so it can 
be easily seen, with 45 lines to the 
sheet. 

“All quantities are listed in the 
same manner and in the same units 
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of measure in which the work will 
be done on the job. We try to re- 
port job costs in the same units as 
the work is estimated, in order to 
prove and adjust our cost esti- 
mates, 
“We list 
separately, 
is more variation in 
than in mate 
“Like most other general con- 
tractors, we do not make a direct 
charge for office overhead ex- 
penses, but we are careful to figure 
in job overhead expense for such 


material ana labor costs 

because there usually 
labor costs 
rial costs. 


The most famous of the hundreds of 
homes built by the Daniel Lumber 
Company in Georgia is “the Little 
White House,” where Franklin D. 
Roosevelt relaxed and figured so- 
lutions to many national and world 
problems into a fourth term as presi- 
dent of the United States. The Daniel 
firm built this handsome residence 
out of quality materials early in the 
depression of the 30s for $7,300. Esti- 
mated replacement cost now: $23,800. 





items as superintendence, tempo- 
rary buildings and tool sheds, in- | 
surance against fire and liability, 
old-age pension and unemployment 
compensation insurance, surety 
bond. and other contingencies in- 
volved in the particular job. 
“Most of these costs are just as 
real as those for certain materials 
and construction labor, and failing 
to figure them in can be disas- 
trous. 
“The Daniel Lumber Company 
heeds the adage, ‘Better be safe 
than sorry’ in all of its transactions 
—construction or material sales. 
Short-cuts in estimating have 
caused more losses to contractors The Daniel brothers are a versatile family in the field of selling ma- 
than they have ever made money terials and contracting. Three are seen above, in the drafting and con- 
for. And, with competition as it is tracting conference room, poring over blueprints and estimates. Left 
today, a difference of 5 to 10 per to a, ~~ ae — ———. Bs sah gener oe og = 
‘ oi : Ae ae : ineer; Jo aniel, reside ildin r er, e . De 4 
= ao See peoett an Sows on the job. vice-president in charge ft camteodiinn. The Daniels hold that modern 
On most new construction jobs, tools and equipment are essential in the efficient, economical opera- 
we shoot for 10 per cent profit on tion of a general contracting business. Hence the adding machine, files, 
the estimated over-all cost, which fluorescent desk lamps, and other aids. 
is little enough because you rarely 
make that percentage.” 


_ + * ‘ P Le. OB Se » 
When asked to describe a good epee ke a ; ie ee FES FA, 
scribe a go ® ath byt 
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estimator, Alton Daniel thought aa ay = Tay” Fy Mi 1G —— 


7 
about Fritz Wagener, who has es- ek mL ; ae et Be 2 
timated construction for the Daniel « vi ee 





Lumber Company for 17 years, and { 
replied: 

“Well, an estimator should pos- 
sess seven abilities or characteris- 
tics, if he is going to be good enough 
to be safe: 

“A good estimator must, first, be 
able to read plans and measure 
them accurately. 

“Second, he should be good at 
arithmetic—addition, subtraction, 
multiplication, division—and 
should know the decimal system 
and the tables and formulas of con- 
struction mensuration. 

“The good estimator, thirdly, 
should be able to take a set of blue- 
prints and draw a mental picture 
of the building. In other words, he 
should visualize the completion of 
the structure. 

“While the good. estimator is 
usually an ‘inside’ man, he should 


t 


(See ITEMIZED SYSTEM page 91) 


Some residences built by 
the Daniel Lumber Com- 
pany in LaGrange during 
1950 are seen here. At left 
is the only “speculative 
housing project” ever 
built by the firm. These 
seven houses were sold 
for $7,700 to $8,400 each. 
Dealer Daniel, above, ad- 
mires the hip-roofed, 
ranch-type, brick resi- 
dence erected on contract 
for $17,000. Top home 
was built for $28,500 in 
an exclusive sub-division. 











“WOLMANIZED” 


PRESSURE TREATED 


LUMBER 


GIVES LASTING PROTECTION 
AGAINST DECAY & TERMITES 


PRODUCED ONLY at wood--preserving 
plants, pressure-treated lumber is compar- 
able to a manufactured building material 
like roofing or insulation. This article de- 
scribes the stocking and profitable sale of 
pressure-treated lumber by the Pensacola 
Builders Supply Company in Florida. Man- 
ager of this retail lumber yard is Ashton 
Hayward, in circle at left. Motorists passing 


the yard 


read the shed’s merchandising 


message about pressure-treated lumber. 


Satisfying more customers more profitably with 


TREATED LUMBER 


THE PENSACOLA Builders Sup- 
ply Company, Ltd., in that Flori- 
da Gulf Coast city, knows that 
treated lumber is insurance for its 
customers against decay and ter- 
mites—and for durable, long-last- 
ing construction. 

Therefore, it keeps in stock an 
average of 25,000 board feet of 
quality lumber that has been sawn 
and pressure-treated with ‘Wol- 
man” wood preservative by the T. 
R. Miller Mill Company in Brew- 
ton, Ala. 

Included in the standard stock of 
this 23-year-old retail lumber yard 
in Pensacola are these dimensions: 
2x4, 2x6, 2x8, 2x10, 2x12, 4x4, 4x8, 
and center-matched porch flooring 
of 1x4. 

Every product in the Pensacola 
Builders Supply Company’s yard 
must “pay its own way” and pres- 
sure-treated lumber is no excep- 
tion. 

Where large-scale housing pro- 
jects have included treated-wood 
foundations in specifications, this 


lumber firm has usually gotten 
the order because they had pres- 
sure-treated dimensions in stock 
or could get quick delivery from 
the mill. In many cases, these first 
orders led to this company receiv- 
ing orders for much of building 
materials required for the project. 

Pensacola’s new Church of Re- 
organized Latter Day Saints is a 
wood-framed structure resting on 
12,000 board feet of pressure-treat- 
ed 2x12 joists that were supplied 
by this retailer, 

Cleanliness and_ paintability, 
two advantages of the product, re- 
sulted in the use of treated 2x6 
lumber for the slat-type stadium 
seats in the new Pensacola Motor 
Speedway. Pensacola Builders’ sup- 
plied the treated wood for this pro- 
ject. Some of it was used in fence 
boards around the track. All the 
wood was painted after it was in- 
stalled. 
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By John McCall 


A small continuous market has 
been developed among fishing 
boat builders by the yard. By using 
pressure-treated lumber for ice 
boxes and other jobs, boat builders 
are eliminating dry rot in their 
hulls. Decay in boats once caused 
expensive maintenance. 

The farm market has proved to 
be fruitful, too. For instance, pres- 
sure-treated lumber is used in cat- 
tle feed-bunks on one farm. The 
clean-treated lumber is safe to use 
around livestock, is easy to handle, 
and can be set in the pastures with- 
out decaying from exposure to 
moisture. Pressure-treated painted 
fence gates are béing used for 
similar reasons. 

The main concern of Ashton 
Hayward, partner and manager of 
the retail yard, is to satisfy his 

(See TREATED LUMBER page 68) 
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By Robert A. Latimer 


IN A DAY when almost every 
building material dealer, hardware 
store, and department store car- 
ries top-grade lines of paint in 
about the same price ranges, it re- 
quires plenty of specialized serv- 
ice and courtesy to attract and 
hold the paint customer, according 
to Harold Blank. 

As retail sales manager of the 
Maxey Lumber Company in Lub- 
bock, Tex., Blank says: 

“In our own case, we have hit 
upon a series of specialized serv- 
ices that keep our customers com- 
ing back for more paint. 

“Naturally, our paint depart- 
ment already offers all the usual 
services, such as free mixing, an 
electric paint-shaker, plenty of 
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SPECIAL SERVICES 


— 


attract more paint customers 


color charts, comfortable seating 
for customers, and free delivery 
service where large orders are 
concerned. Over and above these, 
however, we have tried to institute 
a number of special services that 
are calculated to make the cus- 
tomer remember us above other 
sources of paint.” 

The Maxey Lumber Company, 
which operates one of the largest 
and most attractive retail stores in 
west Texas, has devoted about 
one-fourth of the salesroom to 
paints. 

Large and attractive, the paint 
department features one well- 
known, well-advertised line and 
another “local line” of Texas-made 
paints. Both have a definite spot 
in the local market, according to 
Blank, with patriotic Texans in 


Like most pro- 
gressive paint 
dealers, the Max- 
ey Lumber Com- 
pany has a paint 
shaker, as seen 
at left. Their 
more unusual 
services — such 
as teaching cus- 
tomers to paint, 
keeping records 
of customers’ 
color formulas, 
free brush clean- 
ing, and other 
“extras” — are 
what beat com- 
petition. Above 
is a view of paint 
department. 


many instances insisting upon 
‘Local paints” where possible: 

“Special delivery service’ is 
available to the commercial paint- 
er and contractor, as well as the 
home-owner, during all business 
hours. The contractor who finds 
himself running short of a specific 
color or grade of paint need merely 
relay the information to Maxey’s, 
whereupon a pick-up truck will 
be dispatched with his order. 

Second, Blank offers to both 
home-owner and commercial user 
“free paint-brush cleaning” serv- 
ice. 

With a special solution and tank 
set-up in a spare room near the 
paint department, a system has 
been devised whereby brushes 
which have been abused by allow- 
ing to dry without cleaning, or im- 
properly cleaned after use, may be 
renewed to a like-new appearance. 
Started as a mere accommodation 
for the average housewife who 
knows little or nothing about 
painting, this service has grown 
into a major good-will builder. 
There is a steady stream of stiff, 
apparently useless paint brushes 
coming into Maxey’s paint depart- 
ment for restoration. 

“We have had dozens of women 
tell us that they would never con- 
sider buying paint elsewhere, so 
pleased are they with this special 
consideration. 

A third policy is the main- 
tenance of two price lines of paint 
brushes. One is made up of top- 
notch, well-advertised brushes 
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that will serve the family’s paint- 
ing needs for years, with proper 
care. The second is a “throw-away”’ 
line that answers the human de- 
sire to use a brush once in awhile 
and discard it. 

“We want the customer who 
buys only an occasional pint of 
paint for chair refinishing or doing 
over a single wall,” Blank empha- 
sized. “For if we please their 
budget at this time, we’ll get the 
nod when the entire house is to be 
painted—in addition to selling the 
tools or remodeling materials.” 

The Maxey Lumber Company 
sticks to the policy that the best 
paint is the only paint for any job, 
however, and therefore doesn’t 
have a second, less expensive line. 
It takes some salesmanship to 
cajole a home-owner into buying a 
gallon of paint $2.00 or $3.00 
higher than mail-order houses are 
advertising, but sincere demon- 
stration of the difference is usually 
enough to put over the sale. 

The handsome Maxey sales 
building itself is the No. 1 
“sample” in this type of selling, 
with a variety of colors on ex- 
terior and interior, all painted with 
colors from stock. Showing how 
each has resisted weathering and 
wear gets a lot of confidence. 

Finally, an important, simple 
service which few paint retailers 
ever take into consideration is re- 
cording the formula mixes that 
customers have ordered. 








For example, whenever a house- 
wife asks that a particular color 
be mixed up, the amount and name 
of each paint color used is care- 
fully jotted down in a notebook 
kept for that purpose, together 
with the customer’s name and 
address, plus the date. Then, even 
years after, if the customer wants 
to duplicate the paint—invariably 
a tough proposition unless preci- 
sion mixes are used—the Maxey 
Lumber Company is ready. 

Another increasingly popular 
department at Maxey’s is the 
screen wire department. 

The metal fixture that holds the 
rolls of screening is actually a self- 
contained screen department, in- 
asmuch as it holds, all tools and all 
stock required to meet the normal 
screen-wire market. 

“Before developing this fixture, 
we kept screening in bins,” said 
Jack McCabe, “and there was a 
lot of muscle work involved in 
lifting out the rolls, measuring off 
the proper size, snipping it off, 
and returning the roll to the bin.” 

The new portable fixture, 
mounted on caster wheels, can be 
rolled to other parts of the show- 
room for new display arrange- 
ments or convenience. 

Seven feet high, the display is 
made of one-inch angle iron, 
sprayed with aluminum. Metal 
rollers and hangers are mounted 
on each side to support 12 rolls of 
wire each side. Galvanized wire 

screening is shown on 
one side and bronze- 
finished on the 
other. 

Since the fixture is 
tapered, rolls of wire 
from 22 to 48 inches 
wide can be easily 
accommodated. A 
chrome-plated ‘“‘fing- 
er,” held with a 
spring clamp, presses 
down on each roll of 
wire to prevent loose 
ends from becoming 
damaged. 


This wire screening 
rack is almost a com- 
plete department in it- 
self. In addition to 
holding rolls of 
screen, it measures, 
holds cutting shears, 
displays tools and ac- 
cessories to go with 
screen. On casters, it 
is wheeled into more 
conspicuous places 
during spring months. 
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Hand shears for cutting the wire 
are mounted at four points on the 
fixture. A ruler, marked off in 
inch measurements, is on the 
vertical side to facilitate measur- 
ing. There is even a compartment 
at the floor level that accommo- 
dates large sheets of wrapping 
paper, for wrapping rolls of wire. 

The quick service, plus the fix- 
ture’s ‘‘mass display appeal,” have 
helped to bring a 30-per-cent in- 
crease in screen sales since the 
fixture was introduced. 

“We credit most of this increase 
to the fact that we can locate the 
display near wherever traffic is 
focused in the store,” McCabe 
said. ‘A lot of customers who come 
in with other building supplies in 
mind are reminded to purchase 
screen wire as a result.” 


AUTOMATIC CLOCK 
Boosts Tool Rentals 





FOR RENT 
New Reidway 
FLOOR SANDER 
With Automatic Clock 
Clark Lumber 
Company 


Phone 395 











PEOPLE who rent sanders and 
floor polishers like to have an 
automatic clock on the tool so that 
the use time is clearly recorded 
and beyond dispute, according to 
Roy Bates, manager of the Clark 
Lumber Company in Herington, 
Kansas, 

One of the deterrents in rental 
equipment volume is the chance 
that a person will rent a piece of 
equipment and then not be able to 
use it during the allotted time be- 
cause of some unforeseen happen- 
ing. 

Use of an automatic clock makes 
rental equipment popular—and 
profitable—at the Clark Lumber 
Company. Customers know they 
are paying only for what they are 
getting. 

Newspaper ads, like the one 
shown, remind Herington home- 
owners of the service. 
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MORE OAK flooring was manu- 
factured in the United States in 
1950 than in any previous year, 
even though more different kinds 
of floors were installed in homes 
than ever before. And, because 
most of the necessary oak is grown 
in the Appalachian states and the 
“deep South,” most of the oak 
flooring was produced in Dixie. 
According to the National Oak 
Flooring Manufacturers Associa- 
tion, which has headquarters’ in 
Memphis, Tennessee, 1,016,000,000 
feet of hardwood flooring was pro- 
duced last year, compared with 
794,706,000 in 1948 and 584,000,000 
in 1926. These figures are for the 
Appalachian and Southern areas 
which are covered by NOFMA. 
The prospects are that ample oak 
flooring will be available as 


needed for the construction of new 
homes and other buildings requir- 
ing this hardwood material this 
year. 

The formula for good oak floor- 
ing, according to NOFMA, is good 
oak lumber, properly dried, prop- 
erly dressed and machined, and 
carefully graded and shipped for 
correct installation. 

The greatest portion of the oak 
flooring made is in strip form, but 
increasing use is being made of the 
plank and parquet types. The lat- 
ter form permits more extensive 
use of short lengths and more 
economical installation. 

Last year 125 plants in 
South and Southwest turned 
oak flooring in wholesale quanti 


the 
out 


The yard superintendent, above, talks to lift-truck 
driver about schedule as he drops load of air-dried 
lumber on platform in front of the battery of five 
cross-circulation dry-kilns. After drying scientifically, 
the oak lumber is wheeled to cable elevator, right. It 
rises as lumber is unloaded and run through rip saw. 


From rip saw, the lumber is put 
through double surfacer, so de- 
fects may be seen and cut out. 
Next, the material moves on 
cross-mill conveyors to the side 
matchers, at top, right. These 
machine the face, back, tongue 
and grooves, hollow back, and 
roll brand-name onto the flooring. 
Close-up photo, above, shows hol- 
low-back and brand-roll action. 


ties. Many of them are equipped to 
make this material as precisely 
and efficiently as the modern mill 
of the Carpenter Oak Flooring 
Company in Birmingham, Ala., 
which was photographed and ob- 
served for this presentation of oak 
flooring manufacture. 
Like Carpenter's 
flooring mill, most 
located close to sources of oak 
lumber, This firm has concen- 
tration yards in Tuscaloosa and 
Guin, Ala., buys green lumber at 
the Birmingham yard, and also re- 
ceives up to five freight cars of 
hardwood a day, 


Birmingham 
plants are 


(See OAK FLOORING page 87) 














Above, dressed-stock knot-saw men check 
and cut defects out of strips of lumber for 
oak flooring. 





Above, left, the head end-matcher 
grooves end of flooring. Lumber 
then is conveyed to tail end-matcher, 
which puts tongue on end of floor- 
ing. It then goes to graders. Two are 
seen above grading and marking the 
flooring for specie with colored 
crayons. They also watch for defec- 
tive pieces, which are put on an 
overhead conveyor that takes it 
through the mill for re-run. Good 
flooring goes by conveyor to punch- 
rack table. 





At the punch-rack table, the flooring is 
separated by lengths and placed in right 
hole for grade, length, and color. When 
hole is full, it is pulled from opposite end 
in bundling room, above. Here the ftloor- 
ing is bundled face to face, stamped as to 
grade, color, and length, and given final 
inspection by head grader. It is moved by 
buggies to warehouse, at right, and placed 
in various bins until loaded out in trucks 
or freight cars. 
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Co-Owner W. M. Hughes wipes a fac- 
tory cut-a-way display on the counter 
of wallboard displays at the Stewart- 
Hughes Lumber Company’s modern 
store near Greenville, S. C. Note the 
displays of moldings, metal louvers, 
and asphalt roofing near-by. Below, 
Hughes and a contractor help a woman 
select a window unit for remodeling. 


FACTORY DISPLAYS 


aid selections and speed sales 


A SURE WAY to speed selection 
and stimulate sales of building ma- 
terials in limited space is to put 
to work the display posters -and 
demonstration stands that are 
furnished by manufacturers direct- 
ly or through their wholesalers. 

That is the proven belief of W. 
M. Hughes, co-owner of the Stew- 
art-Hughes Lumber Company on 
the new Easley highway near 
Greenville, South Carolina. A look- 
in on the many factory displays 
and demonstrators of wallboards, 
hardware, roofing, paints, metal 
trims, and other items on his mod- 
ern, compact sales floor, gives 
proof of his contention. 





(See FACTORY DISPLAYS page 78) 


This progressive building 
material dealer knows 
that contractors like to 
see “what you have in 
stock” so they can make 
good, economical choices. 
At upper right, the Stew- 
art-Hughes estimator, Bu- 
ford Landers, discusses 
locksets with a_ builder 
in front of the hardware 
display cabinet. The resi- 
dence-like store of this 
five-year-old firm is seen 
at right. Shaded by wood 
awnings, the front win- 
dows are dressed with 
manufacturers’ displays 
and “pick up” goods. 


ide i2 : 
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Why the new Defense economy 
will call for dealers to do more 








INSTALLMENT SELLING 


FROM WHERE I sit, I can not be- 
lieve our picture is as black as it 
is sometimes painted. I am con- 
vinced that many of us are losing 
sight of our advantages, our as- 
sets, and opportunities as we be- 
come absorbed with our liabilities. 

Frankly, Regulation W has al- 
ready reduced installment credit 
business in Florida by about 35 
per cent, and indications are that 
the reduction may go higher. All 
of us in the industry and allied 
lines are grabbing for the latest 
newspaper, keeping our fingers 
crossed and wondering what is 
coming next. Whatever it is, it 
can’t be too good. Every develop- 
ment to expand our national de- 
fense seems to bring added and 
more drastic business restrictions. 
More of these will come, There is 
no use to kid ourselves into be- 
lieving otherwise. 

SOUTHERN BUILDING SUPPLIES 
has asked for my views on the 
situation. They necessarily must be 
as of late January, and—as they 
say of some prices—subject to 
change. They are my own obser- 
vations; I do not presume to speak 
for anyone else, I am no expert, 
and I have no crystal ball. 

I do, however, have long ex- 
perience in building credits, and a 
wide acquaintance with building 
supply dealers, their thinking, and 
their problems. I am happy to say 


they have shown me that they are 
ready to meet whatever challenge 
is ahead, and I am certain their 
performance in the coming emer- 
gency will be excellent. 

Building supply retailers are 
among the nation’s finest business- 
men. Their prestige in employee, 
customer, and public relations 
never has been higher. This is due 
a great deal to their local, state, 
and national associations. But they 
also can take credit for the service 
they have performed during and 
since the last war. 

For the most part, building sup- 
ply dealers are soundly financed. 
In the last few years it has taken 
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By Harry J. White* 


real money to get into the business 
or expand in it. This now turns out 
to be one of the industry’s greatest 
assets, 
Retail establishments now are 
larger and better equipped to 
render public service. Building 
supply stores and yards are more 
attractive than ever before and in 
a preferred position to compete for 
customer dollars with whatever 
merchandise they have. Above all, 
the industry has the experience 
and know-how of the last emer- 
(See INSTALLMENT PLAN page 80) 


* Harry J. White is field office 
manager of Allied Building 
Credits, Inc., with headquar- 
ters in Tampa, Fla. He is seen 
at left, above, discussing with 
Victor Sparrow, local building 
supply dealer, plans for ex- 
panding his promotion of bud- 
get selling of building supplies. 
In photo at left, Mrs. George 
Carpenter, sales clerk for the 
Sparrow Lumber Company, 
takes an order for some build- 
ing materials on the monthly 
budget plan from a pleased 
home-owner. He read about 
this credit accommodation 
service in one of Sparrow’s 
frequent newspaper advertise- 
ments that promote installment 
buying of materials and labor 
for modernization and repairs. 











The step-by-step details of constructior 
are easily explained by showing a cus- 
tomer this model house. The front half 
is completed and furnished. The hinged 
roof lifts up to reveal these furnishings 
and finished walls in front—and studs, 
sills, rafters, insulation, and wallboard 


Use remodeling jobs to 


SELL POWER TOOLS E 


“THE MONEY you save by doing 
your own home-maintenance jobs 
pays for the power tools,’ Roy 
Bates tells his customers. And the 
fact that dozens of well-equipped 
home workshops are in use in 
Herington, Kansas, proves that 
this appeal is profitable. 

The home-owner who ‘has a 
workshop is likely to buy in the 
winter months when other buyers 
have quit because of the weather, 
asserted Bates, who is manager of 
the Clark Lumber Company in 
Herington. 

Few selling promotions work— 
both coming and going—as this 
one does. 

If the customer approaches Bates 
with questions on the cost of ma- 
terials for a remodeling job, he 
gives him the estimate. Then, if 
the customer is at all mechanically 


By L. H. Houck 


inclined, Bates makes an estimate 
on the labor costs for such a job 
and shows him how easy (and 
what fun) it is to do the job him- 
self—with the proper power tools. 

Even on a small job, according 
to Bates, the home-owner can 
save enough to buy a power tool— 
and can enjoy the tool later for 
hobby work and other home main- 
tenance, 

On the other hand, if a customer 
comes in to look over the display 
of power tools, and seems at all 
hesitant, Bates asks him if he has 
ever thought about doing a re- 
modeling job on his house. This 
dealer suggests the turning of the 
attic into usable space, or some 


used in a modern frame house. 


other improvement job, using 
power tools to save money. : 
Bates says that the reaction to 
such an approach does not always 
result in a sale of tools because so 
many customers have only a hazy 
idea of the cost of materials and 
labor. But most of them have some 
remodeling job that could be done, 
On learning that a man needs 
to remodel his attic, Bates is pre- 
pared with figures on materials 
costs and the current cost of labor 
—if the customer can get it done 
at all. (Bates explained that most 
of Herington’s carpenters have a 
year’s work ahead of them.) 
Another question that the Clark 
Lumber Company personnel are 
prepared to answer is “how?” Any 
customer who would like to do his 
own work can always learn “how” 
from Bates and his assistants. 
One of the greatest helps in ex- 
plaining the “how” of jobs is the 
company’s model house, built to 
scale. Rafters, joists, sills, siding, 
insulation, roofing—all follow the 
accepted methods of construction 


(See POWER TOOLS page 86) 


Manager Roy Bates, right, of the 
Clark Lumber Company, not only ex- 
plains the workings of any power 
tool in his display but also tells 
the customer the step-by-step pro- 
cedure of doing any home remodel- 
ing or maintenance job. Here he ex- 
plains the uses of a bench saw to a 
customer. 
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“THE SECRET of a balanced Ac- 
counts Receivable ledger lies in 
knowing whom you are doing 
business with—and in personal 
contact with overdue accounts,” 
asserts A. L. Devlin. 

As owner of a Bethesda, Mary- 
land building supply firm, Devlin 
finds that personal persuasion in 
getting people to pay their bills 
has resulted in as little as 10— 
and rarely over 20 per cent of his 
accounts being as much as a 
month delinquent during the 20 
months he has been in business. 
And most of these have his ap- 
proval for late payment. 

Devlin opened his business in 
the summer of ’49—and sold about 
$10,000 a month “from scratch.” 
The company’s sales now total up 
to $200,000 a month in lumber, 


Friendly personal contacts help 








When the fifteenth 
of the month rolls 
around, A. L. Dev- 
lin, right, makes a 
chatty telephone 
call to each custom- 
er who has not paid 
his account. Those 
who still do not set- 
tle their accounts 
are visited person- 
ally by Devlin, who 
makes a point of 
knowing their spec- 
ial problems. Such 
personal contact 
has made Devlin’s 
Bethesda, Md. 
building supply 
firm successful in 
that area. 


COLLECT OVERDUE ACCOUNTS 


millwork, and other building sup- 
plies, 

Almost no paperwork is_ in- 
volved in keeping Devlin’s cus- 
tomers pay-minded. “We don’t 
gamble on anybody buying over 
$500 a month,” he emphasizes. “If 
the account is over that, we check 
on their credit, We talk to the 
customer and inquire into his 
finances, what bank he is dealing 
with, what his project will cost, 
and how much he has toward 
financing it. 

“We carefully judge whether he 
can carry through on what he pro- 
poses to build.” 

On the first day of the month, 
the company’s bookkeeper sends 
bills to all credit customers. About 


half of the accounts remit by the 
eleventh of the month. 

No special discounts are offered 
to those who pay within 10 days, 
but about half of those who pay 
within that time are given a two- 
per-cent discount. If customers 
take this discount, it is conceded 
to them by Devlin. However, the 
practice is not publicized. 

On the fifteenth of the month, 
the bookkeeper submits to Devlin 
a list of those accounts which have 
remained unsettled. Devlin then 
picks up his telephone and calls 
pleasantly for the money due him. 

He knows most of these people 
personally, so this request for 
payment is made during a friendly 
chat. He makes a practice of know- 
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ing the projects they have under 
construction and the problems in- 
volved. 

With years of background sell- 
ing lumber and millwork in Mary- 
land, Virginia, and the District of 
Columbia, Devlin knows most 
large contractors and many of the 
within this metro- 
politan area. The personal contact 
he has built up with his cus- 
tomers makes calling or visiting 
them about collections a more 
pleasant chore than it might be 
otherwise 

“We rarely write letters,” adds 
Devlin. “We believe that there is 
one sure way to offend a customer 
and that is by writing a collection 
(See FEW OLD ACCOUNTS page 91) 


smaller ones 


In the 20 months 
that the 

Devlin firm has 
been in business, 
its volume has 
grown to $200,- 
000 a month. The 
display room 
and offices are 
now in the left 
side of this new- 
ly completed 
building. Mater- 
ials are stored in 

the right side. 











Chattanooga coal, concrete, masonry 
materials, and appliance dealer 
adds full line of 


tein age 


LUMBER and MILLWORK 


LIKE THE old chicken-or-egg 
quandary, there’s often the ques- 
tion of which is more natural—to 
start a lumber business and add 
fuel and other lines? Or to start 
a fuel business and add lumber 
and millwork? Although the form- 
er has been the usual procedure in 
the Southeastern states, news from 
Chattanooga, Tennessee, is vice- 
versa. 

The Sewanee Coal and Supply 
Company there has just built a 
fire-proof shed and plant so they 


if 
% 


can offer the public a full line of 
lumber and millwork. And they 
have spared no effort to meet the 
competition of lumber dealers, 
woodwork manufacturers, and 
truckers. 

Before describing the construc- 
tion and equipment of these new 
lumber and millwork facilities, 
let’s glance back over this firm’s 
establishment and development, 

Harry L. Gray was a salesman 
for the Sewanee Fuel and Iron 
Company and Pat J. Crowe was a 


salesman for the Hibbler-Barnes 
Company in 1921 when they de- 
cided to form their own retail fuel 
business. They started out at 1401 
Cowart Street in May, 1921. 

In 1927 they saw opportunities 
to serve the public and enhance 
their profits by adding a line of 
masonry and other hard materials, 
so the firm’s name was expanded 
to the Sewanee Coal and Supply 
Company. 

By 1935 
their original quarters. 


they had outgrown 
Luckily, 


Wade Mitchell and H. L. Gray, 
department manager and presi- 
dent of the Sewanee Coal and 
Supply Company, inspect ply wood 
in photo at far lett. Note steel 
trusses and roof. At left, Mitchell 
explains welded “catwalk” brac- 
ing. Below, Gray checks bolting. 





they were able to buy the old tract 
and plant of the Lookout Planing 
Mills. Then Gray and Crowe add- 
ed other lines of materials except 
lumber and millwork, at their new 
location: 1038 East Main Street. 

The need for ready-mixed con- 
crete service attracted this firm 
in 1939. A subsidiary corporation 
was formed to sell ready-mixed 
concrete from a modern plant in 
Chattanooga. Later branch plants 
were established at Decatur and 
Cullman, Alabama. 

The natural tie-in of appliances 
with building materials—particu- 
larly in new homes and apartment 
buildings—in 1947 won the Se- 
wanee Coal and Supply Company 
over to establishing a modern sales 
and service department. Due to the 


(See wWooD PRODUCTS page 54) 


The modern “fireproof” millwork 
plant of the Chattanooga company 
is shown above. It is equipped with 
the most modern woodworking tools. 
At right, Mill Superintendent George 
Schlageter puts a 2x4 through the 
jointer as President Gray catches it. 
Manager Mitchell is in doorway. The 
Sewanee Coal and Supply Company 
announced its new millwork and 
lumber department with the half- 
page advertisement, reproduced at 
right, in the local daily papers on 
January 8 and 9. Radio spots and 
newspaper ads continue to promote 
the new lines and services. 
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“SOUTHERN MANSION” is 


THE EASIER customers can reach 
their building material dealer and 
the more supplies he can show or 
demonstrate to them on the spot, 
the more they will visit his store 


and the more they will buy. 
Moreover, if unloading and load- 


What appears to be a hand- 
some Southern Colonial man- 
sion to motorists on U. S. High- 
way No. 1 in Virginia is really 
the sales office of the Leary 
Lumber Company in Wood- 
bridge. Trucks can back into 
the materials warehouse, 
above, to load or _ unload 
easily. The floor of the lumber 
warehouse, right, is built at 
truck-body level. Lumber is 
easily handed up or down 
from second floor. 


ing can be facilitated by wide 
yard alleys in which trucks can 
back up to the platforms from a 
railroad siding, the more efficient 
the plant. 

Gordon Leary decided all this 
was true away back in postwar 


booming 1947. The new plant he 
was going to build would have all 
the advantages of a highway loca- 
tion without any of its drawbacks. 
And at the same time it would 
have an inviting appeal to the eye 
that would beckon prospective cus- 
tomers off the highway to come 
and take a look. 

Consequently, Leary bought a 
plot of land at Woodbridge on the 
west side of U. S. Highway No. 1 
in Prince William county, Virginia. 
Early in °48 the Leary Lumber 
Company’s plant went up on this 
site according to a layout that 
grew out of Leary’s experience 
and planning. 

The plant included a main build- 
ing, 200 x 36 feet, comprising the 
office, salesroom, and warehouse. 
Since the warehouse portion of this 





building would not hold all the 
materials, a second warehouse 
175 x 24 feet, was erected behind 
this. A materials shed crosses the 
rear ends of the two-story ware- 
houses, which are made of con- 
crete blocks. 

Set back off the highway about 
100 feet, the sales office of the 
Leary Lumber Company—with its 
attractive Southern Colonial white 
porch and doorway—fronts the 
plant. 

“This was just as I wanted it,” 
said Owner Leary, “an office and 
salesroom meeting customers from 
the highway with an attractive 
entrance that would invite people 
in. I’ve sold many of those door- 
ways—people have liked ours so 
well.” 

The office itself carries out the 
twin purpose exemplified in the 








a building supply store! 


Colonial doorway—of being deco- 
ratively appealing and demonstra- 
tive, and thereby selling available 
merchandise right on the spot. 

An attractive stairway of white 
pine and birch spirals up to the 
second floor, where Owner Leary’s 
private office, appliance display 
room, and estimating room are 
located, Many stairways have been 
sold because of the appeal of this 
one in use. 

The sales office, 36 x 24 feet, is 
paneled in knotty pine. A semi- 
circular sales counter, with al- 
ternating dark and lightwood in- 
serts of panels in walnut, oak, cot- 
tonwood, and mahogany, presents 


the effectiveness of various ply- 
woods under excellent conditions. 

“I had a_ semi-circular sales 
counter put in because I thought 
it was good-looking,” Leary ex- 
plained. “The panels help make it 
so, and they also demonstrate ma- 
terials we have on sale—without 
taking up any extra space.” 

Leary pointed to the ceiling of 
soundproof acoustical tile. “We 
wanted a highway location, but we 
did not want any of its noise or the 
noise of the railroad.” 

In the main warehouse building, 
adjoining the office and salesroom, 
bins and partitions neatly provide 
for the storage of paints, wall- 


boards, plywood, sash, doors, roof- 
ing, siding, hardware, and other 
materials that make up the bill of 
goods for a complete, modern 
home. 

One section is enclosed and 
equipped with heaters to keep 
safely a stock of costly, first- 
quality hardwood flooring. 

Twenty-four feet wide and 170 
feet long, the parallel two-story 
warehouse keeps a full line of 
common and finished lumber in 
good dry condition for construc- 
tion purposes. The first floor is 
built truck-body height to facili- 
tate loading and unloading. Lum- 
ber and other materials can be 
passed up and down from the sec- 
ond-floor doors directly to truck- 
men. 

Adjacent to the lumber ware- 
house is a building, 24 x 70 feet, in 
which is located the company’s 

(See DIXIE MANSION page 90) 


Builders hardware and mold- 
ings are needed for nearly 
every construction job. To dis- 
play them readily, Owner 
Gordon Leary and John Greg- 
ory, his assistant, designed the 
display board they are admir- 
ing above. At left Leary checks 
some prices at his sales desk 
while Gregory writes up an 
order. The salesroom is fin- 
ished in knotty-pine paneling. 
The circular counter is faced 
with a variety of plywoods. 


TESLA ETAT atest 








THIS MONTH the American 
people have moved into the third 
phase of their Defense for De- 
mocracy program. 

The first phase was the out- 
break of hostilities in Korea and 
the American decision to challenge 
the onslaught of Communist ag- 
gression. 

The second phase was the issu- 
ance of mandatory commodity, 
price, and wage controls. 

The third phase is the effort to 
make local adjustments to stabilize 
prices and wages at levels which 
can be maintained. However, sharp 
differences of opinion, if not dis- 
agreement, still exist among the 
emergency officials and admini- 
stration here as to whether this is 
necessary or probable. 

Most analysts concur in the be- 
lief that prices can not be con- 
trolled to any degree of effective- 
ness, unless three other conditions 
are effected. The major one is to 
control wages without the admin- 
istration wavering in the face of 
union pressures. The second is that 
farm prices must be regulated just 
as specifically as those of factory 
commodities and personal services. 
The third is that imported material 
prices also must be aligned with 
domestic price levels. 

The latter category already is 
creating major difficulties in ar- 
riving at maximum prices for 
lumber, some metal materials, and 
agricultural commodities that are 
imported under artificial tariffs. 


ABOUT FARM prices, the board 
of directors of the U. S, Chamber 
of Commerce went on record here 
late last month as opposing pay- 
ment of generalized federal sub- 
sidies for the production, distribu- 
tion, or consumption of any farm 
product. The group contended that, 
contrary to federal reasons for 
such subsidies being considered as 
anti-inflationary, the agricultural 
subsidies are inflationary “since 
they involve federal expenditures 
which add to the dollars in the 
hands of spenders.” 
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THE CHAMBER’S BOARD also 
accepted the statement that there 
is uncertainty as to the real pros- 
pect of the U. S. government 
spending an estimated $71.6 billion 
for fiscal 1952. The group indicated 
that existing revenue’ sources 
might yield more than the esti- 
mated $55.1 billion revenue, and 
therefore steep additional taxes 
might not be necessary. 

The consensus among business 
analysts is that all federal spend- 
ing should be tested against 
essentiality—just as the use of 
certain materials and the construc- 
tion of certain buildings is being 
tested. 

A case singled out is the increase 
in the number of federal employees 
during December by 21,415, raising 
the total to 2,184,693 exclusive of 
military personnel. The feeling is 
that many of the ‘coffee drinkers” 
around government buildings here 
could be switched to these new es- 
sential jobs or dismissed so their 
pay could be used for essential de- 
fense and mobilization personnel. 


WHILE CONGRESS debated the 
need for a new Defense Area 
Housing Act, the National Retail 
Lumber Dealers Association and 
the U. S. Chamber of Commerce 
concurred in the position that such 
is not needed and could be another 
open floodgate for inflation. 

The report of the Chamber's 
Construction and Civic Develop- 
ment Committee, headed by Nor- 
man P. Mason, Massachusetts 
building supply dealer, pointed out 
that the private building industry’s 
full operating capacity has been 
purposely cut back by credit and 
other restrictions to reduce the 
consumption of materials and to 
relieve inflationary pressures. 

Before resorting to federal con- 
struction, the report declared, pri- 
vate industry should be allowed 
to meet defense housing needs by 
the selective relaxation of present 
controls, if critical areas develop. 

NRLDA’s spokesman, H. R. 
Northup, asserted that “defense 


housing needs can be met at this 
time by relaxing Regulation X in 
critical areas by Federal Reserve 
Board administrative changes, 
rather than by Congressional ac- 
tion on the $3 billion housing bill 
for defense areas.” 


MEANWHILE two other de- 
velopments are significant. One is 
that the citizens of Roanoke, Va., 
voted three to one against a public 
housing project recently. The other 
is that the Housing and Home Fi- 
nance Agency recently published a 
new leaflet entitled “What the 
Consumer Wants to Know about 
Federal Government Housing 
Aids.” Single copies of the leaflets 
are free. They cost $2.25 per 100 
for general distribution. The leaf- 
let explains FHA-insured home 
loans, cooperative housing financ- 
ing, home loans for veterans, war 
housing and veterans, emergency 
housing, low-rent public housing, 
and farm housing. 





Notes on Manufacturers 





LOUISVILLE, KY.: The Wood 
Mosaic Company, one of the oldest 
and largest producers of hardwood 
lumber and flooring in the country, 
has incorporated two new_subsid- 
iaries. The Wood Mosaic Builders 
Supply Company will operate a re- 
tail building material business in 
Louisville and southern Indiana. The 
other subsidiary, Parkay, Inc., will 
manufacture and sell hardware floor- 
ing, paneling, and similar products. 


CHICAGO, ILL.: The Celotex Cor- 
poration has announced the retire- 
ment of William G. Jones, who has 
handled the firm’s government work 
in Washington for 18 years. Fred W. 
Haering, formerly his assistant, has 
succeeded him. 


DIBOLL, TEX.: The Southern Pine 
Lumber Company has completed a 
modernization program. It includes a 
battery of five double-track dry- 
kilns and two single-track kilns; a 
new trimmer; automatic lumber 
stacker and automatic unstackers, 
and an automatic edge sorter. A new 
treating plant started operating the 
first of this month. 


HOUSTON, TEX.: To further in- 
crease output of asbestos products, 
the Asbestos Company of Texas has 
started a 24-hour work day in several 
shifts. New colors are available for 
its siding shingles. 


EUPORA, MISS.: The Phillips 
Lumber Company has started a pro- 
gram to plant 50,000 pine seedlings. 
The trees should be ready to cut 
about 15 years from now. They will 
hold back water and land during the 
flood season. 
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This double coverage, heavy duty 
interlocking type asphalt shingle... 


HAS BEEN TESTED IN EVERY WEATHER 
..- AND HAS WEATHERED EVERY TEST! 


i) 
LY A 


a 


See all the selling features 
of Texaco’s top-performing 


TEX-LOK 


JA TOP PROTECTION. Double Coverage; 
heavy duty, fire-resistant 

JA LOCKS DOWN. ..STAYS PUT. Interlocking; 
concealed nailing; built to resist high 
winds; no lift—no rip—no tear—no curl 

J” GOOD LOOKING. Attractive pattern; 
beautiful colors; textured and plain 
surfaces 

JA EASY APPLICATION. Quick aligning; 
self-locking 

JA ECONOMICAL. Low cost-—long life 


ALUE ON THE MARKET 700ay/ 


TEX-LOK Shingles are available in the 
areas currently served from roofing plants 
located at Lockport, Illinois; Port Neches, 
Texas and Port Wentworth, Georgia. 


In the East, it’s... 


TEX-LATCH 


Another top-performing 
Texaco asphalt shingle— 
TEX-LATCH. Similar 
to Tex-Lok but slightly 
different in method of 
locking tab. Heavy 
duty, double coverage 
and interlocking. Avail- 
able in the areas served 
from the Edge Moor, 
Delaware roofing plant. 
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JANUARY 26, 1951, is a date that 
may be long remembered by the 
American public and particularly the 
businessman. On that date the federal 
government instituted the new Gen- 
eral Ceiling Price Regulation and 
General Wage Stabilization Regula- 
tion No. 1. 

The General Ceiling Price Regula- 
tion provides that after January 26, 
regardless of any contract or other 
obligation, you shall not sell, and you 
shall not buy in the regular course of 
business or trade, any commodity or 
service, except those specifically ex- 
empted, at a price exceeding the 
highest price at which you sold or of- 
fered to sell during the period from 
December 19, 1950, to January 25, 
1951, inclusive. That is designated as 
the “base period.” 

Regarding retail sales: “Sale at re- 
tail means a sale to an ultimate con- 
sumer other than an industrial or 
commercial user. A seller who in the 
regular course of business makes sales 
at retail is a retailer.” 

Regarding wholesale sales: ‘“‘Sale at 
wholesale means a sale by a person 
who buys a commodity and resells it, 
without substantially changing its 
form, or who supplies a service, to 
an industrial or commercial user, or 
to any person other than the ultimate 
consumer. A seller who in the regu- 
lar course of business makes sales at 
wholesale is a wholesaler.” 

The GCPR order calls for certain 
records to be made available for ex- 
amination by the Director of Price 
Stabilization and the public. 

These records shall include (1) a list 
of prices charged for commodities or 
services during the base period; (2) 
a statement, by March 1, of catego- 
ries of commodities and services de- 
livered or offered during the base 
period; (3) by March 1 a ceiling price 
list on commodities or services by 
category delivered or offered during 
the base period; (4) a statement of 
customary price differentials for terms 
and conditions of sale and classes of 
purchasers, which were in effect dur- 
ing base period. 


General Wage Stabilization Regu- 
lation 1, which was issued concur- 
rently with the ceiling price regula- 
tion, provides generally that no em- 
ployer shall pay “wages, salaries or 
other compensation” at a rate in ex- 
cess of the rate in effect on January 
25, 1951, without prior approval of 
the Wage Stabilization Board. A later 
interpretation allows any regular pat- 
tern of merit increases to be followed 
upon notice to the WSB. 


Regulation X was amended Janu- 
ary 12, 1951, to extend the real-estate 
credit control to three-family and 
four-family residential structures. It, 
in effect, tightens credit on this type 
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CONTROLS that 


may affect Your Business 


of construction about two percentage 
points above previous levels through 
FHA and VA terms and require- 
ments. 

multi-unit residences also were 
brought under the credit controls. A 
multi-unit residence is defined in the 
amended regulation as a_ structure 
such as an apartment house or apart- 
ment hotel which includes more than 
four family units. Commercial hotels, 
motels, rooming and club houses gen- 
erally are exempted from this regu- 
lation. 


NPA Order M-4 was amended on 
January 13, 1951, to prohibit the con- 
struction of most commercial build- 
ings not covered under the “amuse- 
ment and recreation” types banned 
by the original order last fall. The 
order adds a new List B of types of 
construction for which NPA authori- 
zation is required. List B includes fi- 
nance buildings; community houses; 
structures for furnishing personal 
services such as beauty shops and 
mortuaries; hotels and other struc- 
tures for accommodating transients; 
loft and office buildings; printing and 
eating establishments; and storage or 
sales buildings of all types except 
wholesale supply facilities for foods 
and fuels. 

The amended order requires NPA 
authorization for all construction, 
costing in excess of $5,000, of the 
above types and the List A recreation 
and amusement structures. Form 
NPAF-24 is required from the hopeful 
contractor or builder. Copies may 
be obtained from any of the 97 De- 
partment of Commerce NPA district 
offices. 

Only one original NPAF-24 form, 
properly filled in, is required to be 
sent to and approved by the regional 
NPA office. The district NPA offices 
can furnish forms and information, 
but official approval must come from 
the regional NPA office. 


The National Retail Lumber Deal- 
ers Association recently made avail- 
able to members of its federated state 
and regional organizations a 36- page 
booklet entitled “The Status of Retail 
Lumber Dealers under the Fair La- 
bor Standards Act of 1938 and the 
1949 Amendments.” This booklet pro- 
vides an analysis of Wage-Hour Divi- 
sion Interpretative Bulletin Part 779 
on “Retail and Service Establishment 
and Related Exemptions.” 

Prepared by NRLDA counsel in 
Chicago, IIl., the booklet expresses the 
opinion that dealers who were exempt 
under the former law and adminis- 
trative rulings will continue to be 
exempt, but that dealers who did not 
formerly qualify for exemption may 
or may not be exempt depending on 
the type of sales which previously 
prevented their exemption. 


Dealers are urged to acquaint them- 
selves with the new statutory provi- 
sions of the amended law and the 
brief description of these provisions, 
and also with the summary check- 
lists that are contained in the book- 
le 


wRraARAR RO Oneeanenrenrn ooneeeaeeeeaeste 
Among the Wholesalers 
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ATLANTA, GA.: Bruce Byrd, vet- 
eran wood-products salesman, has 
severed his connection with the Pat- 
ton Forest Products Company here. 
He has become associated with the 
Zuber Lumber Company as _ sales 
manager and part-owner. This firm 
plans to extend its territory into 
adjoining states. 


DARLINGTON, S. C.: The Dia- 
mond Hill Plywood Company has 
moved to a new building, which was 
begun last May. 


KANSAS CITY, MO.: Four execu- 
tives of the A. O. Thompson Lum- 
ber Company have formed a new 
wholesale and retail lumber firm 
here, the Albert Tamm Lumber 
Company. Albert Tamm is president; 
Paul S. Staats, vice-president and 
treasurer; Charles F. Williams, vice- 
president, and Clarence M. Ross, 
secretary. The new firm has acquired 
a former Thompson plant. 


LACOMBE, LA.: The L. S. Isacks 
Lumber Company has filed articles 
of incorporation. The firm does an 
import and export business. 


BIRMINGHAM, ALA.: The 
Sloane - Blabon Corporation has 
named the Alabama-Florida Distrib. 
uting Company, Inc., here as the out- 
let for its smooth surface floor cov- 
erings. From their offices at 604-606 
North Ninth Street, the distributing 
company will supply dealers in the 
adjacent territory. 


CHATTANOOGA, TENN.: Virgil 
Hale and Betterton Wallace have 
formed Hale and Wallace, Inc., to en- 
gage in selling, installing, and dis- 
tributing building materials and 
equipment. Among the firm’s lines 
are steel and aluminum windows, 
overhead garage doors, hollow metal 
doors, fire doors, door frames, steel 
joists and decking, chalk and tack 
board, and related ‘specialties. 


NORTH AUGUSTA, S. C.: A char- 
ter has been granted to the Allstate 
Sales Corporation to conduct a gen- 
eral wholesale business in materials 
for buildings, roadways, dams, bridg- 
es, and similar structures. 


NEW ORLEANS, LA.: The Davis 
Flush Door Company has filed arti- 
cles of incorporation. The firm deals 
in wood products. 


MONTGOMERY, ALA.: Harvey 
Paul Moyer, son of J. P. Moyer, has 
joined his father in operation of the 
J. P. Moyer Lumber Company. Young 
Moyer has worked for several other 
lumber firms, so is well acquainted 
with lumber manufacturers and buy- 
ers in the South. 
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Put these FREE L-O-F salesmen to work for 


the easy cutting L‘O-F Window Glass that 


Here’s a carefully co-ordinated sales plan of 
four cards to help you get more replacement carries the famous nationally advertised 


window glass business. You can use them as shield trade-mark. For advice on what 
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package inserts, as separate mailings or as quantities of the fastest selling sizes to stock, 


stuffers in your monthly statements. call your nearest L-O-F distributor, or 


Any way you use them, they’re all de- write us direct. Libbey-Owens:Ford Glass 


signed to set you up as “‘glass headquarters” Co., 5521 Nicholas Bldg., Toledo 3, Ohio. 


in your neighborhood—-and bring this 


profitable business to you. 
FREE! seno ron mest canvs Today! 


Of course, you’ll want a good stock of 
IMPORTANT: 


Mail this coupon to your L-O-F glass distributor 


Please send me a supply of window glass mail advertising 
LIBBEY: NS - FORD material 


COMPANY NAME 
Please Print 


aia GLASS STREET ADDRESS—____ icicle Aiea 
oF CITY ZONE... —— ST ATE nein 





REQUESTED BY____—— 





Home Builders Want Relief for Defense Housing 


OKLAHOMA’S ATKINSON 
IS NAHB PRESIDENT 


“THE NATIONAL Association of 
Home Builders intends to press for 
an immediate relaxation of feder- 
al mortgage credit controls in crit- 
ical defense areas,” William P. At- 
kinson, newly-elected association 
president, told members at their 
seventh annual convention. 

Some 16,000 builders attended 
the five-day meeting at the Stev- 
ens Hotel in Chicago, that opened 
January 21. 

In his annual report, Executive 
Vice-President Frank W. Cortright 
also predicted a relaxation of fed- 
eral mortgage credit controls in 
certain areas. He reported that the 
industry had built nearly 1,400,- 
000 new homes during 1950. His 
association membership jumped 
from 15,469 to 19,005 during the 
year, making a 22-per-cent gain. 

In discusing the NAHB’s work 
with the government, Cortright 
declared that “at no time in the 
past has our relationship been on 
such a cooperative basis.” 

Earl Smith, of Berkeley, Calif., 
who acted as discussion leader at 
the “shop talk” session pointed out 
the importance of a_ uniform 
plumbing code. NAHB soon will re- 
lease a specimen plumbing code to 
members for consideration and 
suggestions. 

“Under antiquated plumbing 
codes, restrictive labor practices, 
and conflicting government regu- 
lations, the waste of critical ma- 
terials is sharply evident in plumb- 
ing installation,” Smith said. ‘“La- 
bor- and cost-saving practices dis- 
covered by merchant builders in 
large project operations can be 
adapted to the small builders also. 
Many of these operations are in- 
corporated in the proposed plumb- 
ing code.” 

Representative Dewey Short (R.., 
Mo.), in warning of the danger of 
inflation, told convention attend- 
ants that “a bankrupt nation never 
licked anyone.” He drew a burst 
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of applause when he said that 
while the United States govern- 
ment originally was conceived as 
one of checks and balances, it has 
now become one of “all checks and 
no balances.” 

The Housing and Home Finance 
Agency’s Administrator Raymond 
M. Foley thanked the builders for 
their cooperation in the matter of 
credit regulations. He said that “a 
general civilian housing program— 
as distinguished from defense 
worker and military housing—is to 
go forward as large and as long 
as overriding defense conditions 
will permit.” 

Representing the Civilian Com- 
ponent Parts Branch of the Defense 
Department, Brig. Gen. Melvin 
Maas, U.S.M.C., cited the NAHB 
for its “courageous, foresighted’’ 
stand in urging non-discrimination 
towards members of the military 
and naval reserves. 

Dr. Richard Ratcliff, research di- 
rector of the Housing and Home 
Finance Agency, pointed out that 
accurate estimates are impossible 
to make in regard to the supply 
of lumber and other building ma- 
terials in 1951. 

John Haynes, director of the 
building materials division of the 
National Production Authority, 
agreed with Ratcliff’s opinion but 


shed a little light on the situation 
by predicting that military needs 
during the year will exceed some 
20 per cent of most critical mater- 
ials, 

Atkinson succeeded Thomas P. 
Coogan, of Miami, Fla., as presi- 
dent. He is an Oklahoma City 
builder and land developer. His 
Midwest City took top honors in 
NAHB’s annual Neighborhood De- 
velopment Contest. 

Alan E. Brockbank, Salt Lake 
City, Utah, was chosen as first 
vice-president. and Emanuel M. 
Spiegel, New Brunswick, N. J., 
as second vice-president. R. G. 
Hughes, Pampa, Tex., is now sec- 
retary, and Nathan Manilow, Chi- 
cago, Ill., treasurer. 

Southern and Southwestern re- 
gional vice-presidents include Earl 
Wicker, Richmond, Va.; George 
Goodyear, Charlotte, N. C.; Rich- 
ard Brown, Birmingham, Ala.; 
Earl Bumiller, St. Louis, Mo.; Rog- 
er Givens, Oklahoma City, Okla.; 
Harry Gilbert, Chattanooga, Tenn., 
and Floyd Kimbrough, Jackson, 
Miss. 

At the close of the convention, 
members approved a revised five- 
point Code of Ethics that stated 
their intention to “place home 
ownership within the reach of 
every American family.” 





LDRC’S “Research Designed Homes” 
Ready for Dealers and Homebuilders 


FOLLOWING an 18-month study 
in house planning made by the 
Small Homes Council of the Uni- 
versity of Illinois, plans for 28 
“Research Designed Homes” are 
ready for sale by dealers and use 
by homebuilders. This project was 
financed and sponsored by the 
Lumber Dealers Research Council. 
which is “sponsoring and coord- 
inating nation-wide research in 
housing cost reduction.” 

These 28 house plans, which per- 
mit standardized construction pro- 


duction” appearance, are now 
available under a system of Unit 
Planning developed by the UI 
Small Homes Council. The system 
is described by the council in a new 
62-page book entitled “Contemp- 
orary Houses Developed from 
Room Units.” 

Meanwhile, first announcements 
of a colorful “consumer” book of 
the house plans, entitled “Research 
Designed Homes,” were made last 
month at the conventions of the 
Kentucky Retail Lumber Dealers 
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STANDS OUT 


in every part of 


HEAD 
- ACTORY-FITTED Thrif-T Window Units are packed 
full of practical features designed to insure quick, easy 
installation — ease of operation — complete weather 
tightness and exceptional durability, 


@ Frame — precision made — unsurpassed machin- 
ing—3 inch pitch keeps sill free of heavy 
moisture. 

@ Window — made to fit weatherstrip and frame 
— operates in good weather and bad. 
Treated for long service life. 

Weatherstrip — rib-fitted to window — check 
rail strip is trouble-free spring type — full width 
of jamb for complete protection and free and 
easy operation. 
~ * Thrif-T's power plant raises and lowers the win- 
POWER dow for you—no tugging —no heavy lifting 
PLANT SILL or straining—a child can operate. 


Custall in Twelue Minutes NO ‘aiine 


Detailed 
Instructions 

are included in 
EVERY Shipment 


ptlso TNO GREAT CASEMENT UNITS 


TWIN KITCHEN Crank operation— Furnished in two 4-HI and 8 LIGHT 
Thrif-T CASEMENT UNITS no reaching. Locks designs—4 Hi IN CASEMENT UNITS 
a automatically when (glass 16 x 12, 4 es 

a closed. Provides horizontal lights in 
lots of light and ventila~ each sash) and 8 Lt. 
tion. Available in 3 Lt. (glass 8 x 12, 8 lights in 
and 6 Lt. sash glazed. each sash) —Glazed. 


oTHeR Thrif-T 


WOODWORK for the HOME XK 
0° 
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Fits Over Modern Sinks 
Operates Without Reaching 
Completely Weatherstripped 
Set Up — Ready to Install 
Treated for Long Service Life 
Fits Various Types of Walls 


. 
Completely Weatherstripped 
Thrif-T 
DE LUXE PICTURE Thrif-T Set Up — Ready to Install 
WINDOW UNITS WARDROBE ° Ample Light and Ventilation 
° . Ld — cuity omar Treated for Long Service Life 
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Association and the Northwestern 
Retail Lumbermen’s Association— 
first of the 1951 dealer gatherings. 

This new plan book is being 
published by the National Plan 
Service, Chicago, Ill. It will be 
available to dealers through their 
state and regional associations— 
as are all the plan and promotion- 
al materials marketed by this ser- 
vice firm. 

Full-color posters showing sever- 
al of the new “Research Designed 
Homes” will be on display at all 
the dealer conventions this year. 
Dealers can place their orders for 
the books, posters, and blueprints 
of the new LDRC plans at these 
convention exhibits. 

Initial distribution of the com- 
panion, technical book, “Contemp- 
orary Houses Developed | from 
Room Units,” was made January 
17 at the sixth annual short course 
in residential construction for 
builders and contractors at the Uni- 
versity of Illinois. The “students” 
inspected three houses that were 
built in Champaign as a part of 
the research into “the unit plan- 
ning principle.” 

The technical book explains 
what unit planning is; the stand- 
ardization of construction through 
modular design and improved 
building techniques; flexibility in 
design of houses; the planning of 
component units for living-dining, 
for sleeping, for future expansion, 
for work area, for garages; and the 
assembly of units into a whole 
house plan. 

The Small Homes Council cites 
the Industry-Engineered Homes 
Program developed by the Produc- 
ers Council and the National Re- 
tail Lumber Dealers Association in 
1947 as the initial practical effort 
to provide modern homes through 
economical construction methods. 

The 28 basic house plans pre- 
sented in the technical book show 
one or two perspectives of each de- 
sign, a floor plan with suggested 
furniture arrangements, and codes 
the combination of basic planning 
units involved. Each design’s dis- 
tinctiveness is also described. 

All these plans use either a low 
gabled ranch-house type of roof, 
a flat roof, or sloping shed-type 
roof. They include an abundance 
of windows, placed high on the side 
walls and running up to the eaves. 
This permits more light and better 
ventilation, and it also reduces con- 
struction costs. 

The expansion plans call for 
floor-level units, appended to the 
basic house as lot and requirements 
allow. No plan allows for a “story 
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and a half’ or second-floor attic 
space for expansion purposes. 

The ‘Contemporary Houses” 
book explains to prospective home- 
owners that “working drawings for 
the house plans in this book may 
be secured: 

“By employing the services of a 
licensed architect to develop work- 
ing drawings for you, as an indi- 
vidual client, using the plans for 
reference. . . 

“Through 
dealer.” 


your local lumber 


Securing Contracts 


A list of Army and Navy pur- 
chasing offices for various prod- 
ucts made by the lumber industry 
is contained in a new folder of- 
fered by the Borden Company, 
Chemical Division, 350 Madison 
Avenue, New York 17, N. Y. 


Short Courses at SMU, 
Georgia Tech Canceled 


The seventh short course offered 
at Georgia Institute of Technology 
in Atlanta for building supply 
personnel, originally scheduled to 
begin January 22, has been post- 
poned. 

R. E. Eskew, acting coordinator 
of short courses and conferences, 
explained that enrollment was in- 
sufficient to justify the course. 
With so many returning to the 
service, some yards already are 
short-handed and can not spare 
the men at this time, according to 
directors of several scheduled 
short courses. 

For the same reasons, the ciass 
at Southern Methodist University 
in Dallas, Tex., scheduled to begin 
February 26, was cancelled. 





PETTERS, JACKSON NEW J-M MANAGERS IN S. E. 


HUGHES JACKSON, JR. 


GEORGE A. Petters, well known 
throughout the South as assistant 
manager of the Atlanta, Ga., of- 
fice of Johns-Manville’s building 
products division, has succeeded 
Joseph W. Hamilton as manager. 

Hamilton retired in December 
because of ill health after 28 years 
with Johns-Manville. He became 
district manager in 1947, the same 
year Petters was appointed his as- 
sistant. 

A native of Chicago, Ill., Petters 
graduated from the Armour In- 
stitute of Technology there with a 


GEORGE A. PETTERS 


degree in civil engineering. He is 
married and has two children, 
George and Lynn. 

Petters’ former post as assistant 
district manager was filled by 
Hughes Jackson, Jr., until recent- 
ly a sales representative for Johns- 
Manville in Dayton, Ohio. A grad- 
uate of Centre College, he was ac- 
tive in a lumber business in Dan- 
ville, Ky., before joining J-M. Both 
his father and grandfather were in 
the lumber business. He is married 
and has three sons, Hughes, Earl, 
and Gilchrist. 
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When you stock a complete line of 
OCONEE Vitrified Clay Products, 
you are assured of a steady, profitable 
business. 

Clay is everlasting. That is why 
OCONEE Clay Products are even bet- 
ter than the treasured clay products of 
ancient days. 

OCONEE-ware comes in suitable 
lengths, ample in diameter, salt-glazed 
for life and smoothness, uniform, and 
offers great variety in sizes, fittings and 
specialties. For permanence — CLAY. 


For Clay — OCONEE. 


+ RT Saas NSR inka ssi tata to 


OCONEE 


CLAY PRODUCTS COMPANY 
MILLEDGEVILLE, GEORGIA 
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F. O. Marion, above, is the new 
sales manager for the Masonite 
Corporation, Chicago, Ill. He suc- 
ceeded the late Walter G. Strom- 
quist. Marion joined Masonite as 
a dealer salesman in 1936 in Illi- 
nois. He spent five years in the 
U. S. Army Air Force during 
World War it as a B-29 navigator- 
bombardier. He formerly served 


as assistant manager of industrial 


sales and industrial engineering. 


Personnel Notes 


Paul B. Andrews, merchandise 
sales manager of Revere Copper 
and Brass, Inc., has obtained leave 
of absence to serve as chief of the 
brass mill section of the copper 
division of the National Production 
Authority. He was a procurement 
officer in the Navy during the last 
war. 

x «KK * 

John G. Bucuss has been elect- 
ed president of the Materials Hand- 
ling Institute. He is general man- 
ager of the strapping division of 
the Acme Steel Company. 

x «KK * 

J. W. Purvis is now assistant 
sales manager and manager oi 
dealer sales for Youngstown kitch- 
ens for the Mullins Manufacturing 
Corporation. He joined Youngs- 
town in 1940 and was a regional 
sales manager until his recent ap- 
pointment. 

x KK * 

Edward J. Sorenson has been 
appointed manager of the builder 
division of Hotpoint, Inc. He now 





SSIRCO SALESMEN “BONE UP” ON PRODUCTS 


Some 70 sales personnel 
of the Southern States 
Iron Roofing Company, 
distibuttors of building 
materials, went “back to 
school” in Savannah, Ga., 
January 2-5. Their “teach- 
ers” were top-flight rep- 
resentatives of Reynolds 
metals, Georgia-Pacific 
plywood, Certain-Teed 
products, and Celotex. 
The Ssirco class is seen 
above. At right, Ernie 
Bears, Barclay sales man- 
ager, explains the way to 
install wall paneling. 
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James W. Collins, above, has been 
appointed as merchandising con- 
sultant for William Cameron and 
Company, Waco, Tex. The firm 
operates 82 retail lumber yards, 
18 wholesale houses, and manu- 
factures millwork in the South’s 
largest stock factory through its 
subsidiary, the Ideal Company. 
Collins formerly was with two 
Chicago firms of business analysis 
and merchandising specialists. 


is responsible for developing the 
market for Hotpoint products in 
new construction of housing proj- 
ects and apartments, 

x KK *K 

J. E. Fox, Jr., is new assistant 
manager of the stock sales division 
of Sargent and Company, hard- 
ware manufacturers. Educated at 
George Washington University, he 
served as a Naval _ industrial 
specialist in World War II. 

x «KK * 

Joe A. Vaughn, former sales 
manager for the Zuber Lumber 
Company in Atlanta, Ga., is the 
new state sales representative for 
the Formica Company, Cincinnati, 
Ohio, in Georgia. His residence is 
at 130 Mellrich Avenue, N. E., At- 
lanta, Ga. 

x Kk « 

The central and south central 
divisions of the Martin-Senour 
Company, paint manufacturers, 
have been consolidated under the 
direction of J. R, Rawley, assistant 
to the president. A. C. Furtwangler 
has been moved from the Pacific 
Coast division to Chicago head- 
quarters to join the executive sales 
staff. 





Attractive floor display 
increases sales for 
aggressive KIMSUL’ dealer 








“EVERYTHING FOR THE BUILDER” 


47 SOUTH AT 7m WEST og 
SALT LAKE CITY 9. UTAH 


PHONE 5-4656 


September 7, 1950 


Kimberly-Clark Corporation 


Gentlemen: 


Thank you for the new Kimsul display 
very good use of it in our large floor 
Kimsul and Keflective Kimsul. 


We have had a Kimsul display o 1 
have always had good sales result rom it. 
up this new display, we have rea 
inquiries and sales in both Regul 


More people are realizing 
Reflective Kimsul 


features. 


packagine which 


esvecially t 


ffers a greater 


material. We are making 
lisplay of both Regular 


oor for many years and 
Since we have set 
jecided increase in 
Reflective Kimsul. 

the ad advantages offered by 
lective and vaporseal 


We especially like Kimsul bec the attractive and compact 


to us in storage space. 


Thank you again for the display sces and for your cooperation 


with us in the past to make 








When dealers report sudden increases 
in sales of KIMSUL* insulation, much of 
the credit can often be attributed to an 
attractive new window or floor display. 
For with the addition of Reflective 
KIMSUL, dealers can plan the kind of 
eye-catching display that becomes a 
truly effective promotional tool. 
KIMsuL offers many other advantages 
to the dealer, too. Its handy, compact 


Now 2 types of KIMSUL insulation 


— Regular and Reflective 
Red Roll) ( Gray Roll ) 


S. PAT. OFF. & CAN 


package saves 80% on storage space. 
Handling costs are reduced by the same 
percentage—and in many cases, KIMSUL 
is sold over-the-counter, then easily 
carried home by the consumer. 

But most important, KIMSUL provides 
efficient insulation protection. Without 
skilled labor or special equipment, 
KIMSUL can be installed to give uniform 
protection over every inch of cov- 
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s very truly, 

UM BUILDERS SUPPLY CO. 
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ered area. No gaps, no thick spots 
or heat-leaking thin spots. It’s resistant 
to fire, moisture, vermin, mold, and 
has a “‘k”’ factor of 0.27. 

In addition, KIMSUL dealers are sup- 
ported by the most aggressive advertis- 
ing and merchandising program in the 
industry. Contact your distributor today 
for complete information, or write to: 


KIMBERLY-CLARK CORPORATION 


Neenah, Wisconsin 








NRLDA Completes 
Facilities Survey 


All the lumber that sawmills in 
the United States could cut in 2% 
years could be stored for emerg- 
encies in the nation’s 26,128 lum- 
ber yards. Eight months’ supply 
could be kept under cover. 

These and other facts were re- 
vealed by the recent survey of re- 
tail yards, conducted by the Na- 
tional Retail Lumber Dealers As- 
sociation to determine what part 
building supply dealers could play 
in the present war emergency. 

This report of yard facilities 
shows that 13,000,000,000 board 
feet could be kept under cover: 
35,000,000,000 board feet in open 
yard storage, and 38,000,000,000 
board feet in additional storage 
areas. This totals 86,000,000,000 
board feet that the nation’s yards 
could accommodate. 

Dry-kilns were reported by 1,148 
yards and planing mills by 9,552 
yards. More than 1,000 items need- 
ed for the war effort could be 
processed by lumber yards. 

The survey also showed. that 
building supply dealers distribute 
more than 1,200 different types of 
commodities. There are yards in 
every strategic spot in the country. 

Motorized equipment is avail- 
able to handle any materials. 

The association turned the facts 
from this survey over to all ag- 
encies connected with War Pro- 
duction and Defense. A copy of the 
complete survey report can be ob- 
tained from the National Retail 
Lumber Dealers Association, 302 
Ring Building, 18th and M Streets 
N. W., Washington 6, D. C. 


NPA Branches Added 


To assist in the administration of 
the National Production Authority 
program in the Southeast, the U. 
S. Department of Commerce has 
established six new branch offices. 

Designed primarily for NPA ac- 
tivities, the new offices will also 
assist businessmen locally in con- 
nection with other Commerce pro- 
grams. 

District managers in charge of 
the new offices include Edward W. 
Witt, Charlotte, N. C.; William 
Worthy, Columbia, S. C.; Erwin 
L. Gulledge, Jackson, Miss., and 
Charles Muirhead, Tampa, Fla. 

Adrian R. Rottier and Charles 
Jordon are compliance investiga- 
tors at the Birmingham, Ala., and 
Chattanooga, Tenn., offices. 


52 


John Else Is New 
NRLDA Counselor 


Attorney John H. Else has been 
appointed national affairs counsel 
of the National Retail Lumber 
Dealers Association in Washington, 
D. C., by H. R. Northup, executive 
vice-president of NRLDA. 

Formerly of Topeka, Kan., Else 
has served for the last four years 
as administrative assistant to 
former Senators Clyde M. Reed 
and Harry Darby in Washington. 
In his new position, he will analyze 
legislation affecting the retail 
lumber and building materials in- 
dustry and will service NRLDA’s 
National Affairs Committee, He 
replaced Josiah T. King. 

Attorney Else was born and at- 
tended public schools in Osborne, 
Kan.; received a bachelor of laws 
degree from the University of 
Kansas in 1932, and was admitted 
to the Kansas bar in the same 
year, After entering general law 
practice in Osborne, he became a 
partner in the law firm of Baker, 
Myers, and Else, in Topeka in 1939. 
From 1940 to 1943, he served as 
assistant county attorney of Shaw- 
nee County. 

He entered the U. S. Army as a 
private in 1943 and later was com- 
missioned in the Judge Advocate 
General’s Department. He served 
as staff judge advocate at various 
posts and installations, and was 
awarded a citation for merit. 

Else is a member of the Phi 
Delta Phi legal fraternity, the 
Delta Chi social fraternity, Amer- 
ican Legion, and Amvets. 


40% Inerease in 
°50 Housing Figures 


The final figures for 1950’s re- 
sounding construction boom in the 
37 states east of the Rockies 
showed an even 40-per-cent in- 
crease over 1949. According to the 
F. W. Dodge Corporation, the 1950 
total was $14,501,055,000. 

Residential housing made the 
strongest gain, being up 59 per 
cent over the previous year, witha 
total of $6,741,028,000. Non-resi- 
dential construction made a 42- 
per-cent increase. Public and 
private works and utilities jumped 
up 4 per cent. 

Construction floor area totaled 
1,313,879,000 square feet in 1950, 
an increase of 51 per cent over the 
1949 total. 


Wood Lamber Firm 
Promotes Officials 


The Wood Lumber Company, 
51-year-old building supply deal- 
ers in Birmingham, Ala., last 
month promoted several officers 
in an expansion of personnel and 
plant. 

John R. Boswell, formerly with 
the Gulf Lumber Company at 
Mobile, was employed and elected 
third vice-president in charge of 
manufacturing and production. 

Gilbert L. Vaughn, formerly 
secretary of the firm, was elected 
to first vice-president in charge of 
the wholesale division. 

James Arthur Jones was ele- 
vated from retail sales manager to 
second vice-president in charge of 
the retail division. He is a new 
member of the board of directors 
of the Home Builders Association 
of Birmingham. 

Allen K. Wood was re-elected 
president and treasurer. He an- 
nounced that the Wood Lumber 
Company’s sales in 1950 totaled 
over $4 million, including whole- 
sale and retail business. As a re- 
sult of the good year, the firm’s 
employees were paid bonuses ex- 
ceeding a total of $70,000. 

To keep an ample stock of good, 
dry lumber available to its Birm- 
ingham customers, the Wood Lum- 
ber Company recently constructed 
a second large shed. It is 95 x 150 
feet, with 12-foot overhang to pro- 
tect the half-way-up open sides. 
The firm previously had erected a 
60x100-foot closed lumber shed. 
Plans call for early enlargement of 
the rough storage and chain lum- 
ber shed. 
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ONE COAT ALUMINUM PRESERVATIVE 


Dealers sell this easily applied and amazingly efficient and 
durable preservative for old and new roofs. It is a heavy 
solution of SCO-CO Cotton Seed Oil Gum (Cotton Rub- 
ber) and metal-flake Aluminum, materials impervious to 
exposure and weather. Contains no asphalt or coal-tar, and 
has low carbon and no dye content. 


» ene 
"[WSULATES i Economically insulates by radiation. Heat-rays literally bounce 





off its reflective surface. Yet Silver Comet Liquid Roofing has 


—_— no objectionable glare. 


Preserves all asphalt-type roofs by sealing in the asphalt oils, 
preventing drying out and cracking . . . On metal (including 
sheet aluminum) or composition roofs (including shingles), Silver 
Comet protects against corrosion and decay. 














Silver Comet beautifies by hiding all signs of deterioration and 
corrosion under a smooth silver-like surface of subdued sheen. No 
objectionable glare. 





Silver Comet contains no asphalt or coal-tar to crawl, harden or 
crack open. Its base is SCO-CO processed Cotton Seed Oil Gum 
(Cotton Rubber) which forms a tough, thick leather-like "skin" 
leaving the undercoat flexible and elastic. Because of the resulting 
inherent "'stretch,"' Silver Comet withstands vibration, contraction © 
and expansion. It gives without softening under the hot sun, or — 
cracking when cold. IT STAYS PUT, smooth and impermeable. 








This close-up pho’ 

shows an actual a 
tion, ly coated 9 
yours efore. The wi 
ected area has d i- 


still in excellent condi- 
tion. THIS PRODUCT 
REALLY DOES A JOB! 


SOUTHPORT PAINT CO., Savannah, Ga. 
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Pilkington Heads 
Woodwork Group 


D. G. Pilkington is the new gen- 
eral manager of Ponderosa Pine 
Woodwork. He succeeded E. W. 
Ruddick, who resigned to join the 
Pacific Mutual Door Company at 
Tacoma, Wash. 

As general manager, Pilkington 
will carry on the association pro- 
motional program which has been 
successfully managed in Chicago, 
Ill., by Ruddick since 1947. R. M. 
Bodkin was the first manager of 
the promotion agency, which was 
set up in 1940. 

Pilkington also will have an ac- 
tive interest in the Joint Wood 
Window Promotion Program, a 
joint cooperative venture of Pon- 
derosa Pine Woodwork, Western 
Pine Association, and prominent 
woodwork manufacturers and job- 
bers throughout the country. In 
fact Pilkington previously worked 
as a field representative for the 
joint program. 

Before joining Ponderosa Pine 
Woodwork, Pilkington served from 
1943 to 1950 as western advertis- 
ing manager of Progressive Archi- 
tecture. From 1936 to 1943 he was 
in charge of sales of lumber dealer 
products in the Chicago area for 


the National Gypsum Company. 


Expeets Big Year 


Barring an all-out war situation, 
the Celotex Corporation antici- 
pates an active year for the build- 
ing supply industry in 1951, 
especially in the remodeling ma- 
terial market. 

This was emphasized to Celotex 
salesmen from all over the nation 
who gathered for regional meet- 
ings last month in Cleveland, New 
York City, Chicago, New Orleans, 
and Los Angeles, The salesmen 
were given previews of the 1951 
advertising campaign and shown 
additions to the Celotex line of in- 
terior finishes. 


Banks and Railroads Push 
Georgia Tree-Planting 


The Fulton National Bank of At- 
lanta and the 10 railroads serving 
Georgia are spearheading a drive 
to aid the state’s farmers in plant- 
ing a large part of their 2,500,000 
acres of sub-marginal farm lands 
with 500 million pine seedlings. 

Erle Cocke, president of the Ful- 
ton bank, said the group is plan- 
ning a five-year program. During 
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1950-1951 the project will require 
more than 95,000,000 trees. 

Agencies cooperating in the proj- 
ect include 203 banks, the Tennes- 
see Valley Authority, and the 
Georgia Forestry Commission. 

In recent meetings of the spon- 
soring agencies plans have been 
drawn up to buy tree-planting 
machines to be loaned free of 
charge to farmers joining in the 
reforestation. 


WooD PRODUCTS 
(From page 39) 


firm’s strong position and reputa- 
tion in the city, they were given 
a Frigidaire franchise. 

As the building boom of 1950 
overtaxed the woodwork services 
and millwork facilities in the 
Chattanooga area, Partners Gray 
and Crowe concluded that they 
could sell more whole bills of ma- 
terials, especially for new homes, 
small commercial structures, and 
remodeling and repair jobs, if they 
could furnish the required lumber 
and millwork. 

The result? The opening last 
month of the Sewanee Coal and 
Supply Company’s modern mill- 
work plant and lumber shed, which 
are pictured in this S*B*S. Inci- 
dentally, this step returns the 
property to its prior occupation of 
supplying Chattanooga with good 
lumber and millwork! 

But before this department was 
put into operation, the Sewanee 
partners had to do a lot of planning 
and arranging. First, they needed 
a good man to head up the Lum- 
ber and Millwork Department. For 
this position they engaged Wade 
Mitchell, who had had 20 years’ 
experience in selling and supply- 
ing such materials in Chattanooga 
and Nashville. 

President Gray, who manages 
operations while Vice-President 
Crowe pushes for a large and var- 
ied sales volume, had to watch 
costs and building codes carefully 
in erecting the new millwork plant 
and lumber shed. The reason for 
this was that the site was in the 
fire zone, which called for fire- 
proof construction. 

Hence the 40x 135-foot wood- 
work plant is built with concrete 
walls, concrete floor, steel-trussed 
and galvanized roof. It is heated by 
hot air funneled through the cen- 
ter ceiling portion of the plant 
from an automatic, coal-fired boil- 
er. The plant is equipped with en- 
gineered floodlights and an auto- 
matic sprinkler system. 


The 25x250-foot lumber shed is 
built of fabricated steel joists, 
studs, and roof trusses. It has a 
galvanized roof and concrete floor. 
The second floor is of 2x8 timbers 
leveled and securely anchored to 
the steel framework. The guard 
rails along the catwalk are remov- 
able for loading and unloading 
stocks of lumber, moldings, ply- 
wood, flooring, millwork, and oth- 
er wood products. 

The millwork plant is equipped 
with these modern machines and 
tools—all individually powered 
and controlled from a modern elec- 
tric distribution system: 

Newman planer for stock up to 
8” thick and 24 ” wide. 7.5 HP. 

Smithway XL ripper. 20 HP. 

Monarch Uni-Point saw. 7.5 HP. 

Moak shaper. 3 HP. 

Moak bench saw, model T18. 

HP. 

Moak jointer, 5 HP. 

Powermatic single-end tenoner. 
1 HP. 

Powermatic 
model 2A. 

Beach belt sander. 2 HP 

Epco miter saw with 10” blade. 
1% HP. 

Moak band saw with 36” band. 
5 HP. 

Miller Falls all-steel miter box. 

Stanley ball-bearing grinder. 4 
HP. 

Stanley portable skill saw. 

In analyzing the prospects of a 
modern millwork and lumber de- 
partment, President Gray recalls, 
“we had dozens of homebuilders 
and modernization contractors and 
repair carpenters to tell us that 
they wished they had a sure and 
better source of millwork along 
with lumber and the other mater- 
ials that complete a bill of goods. 
They said they were tired of being 
pushed aside, kicked around, or 
ignored by suppliers who were tied 
up or ‘profit drunk’ from the big 
building jobs. 

“It’s these types of customers— 
the small contractor, carpenter, 
and builder—that we are catering 
to primarily. And their response 
during the first month of our new 
Lumber and Millwork Department 
gives us hope that it will fill a 
need with profitable reward for 
our services, 

“This new year looks like one 
when modernization, remodeling, 
and repair will constitute a major 
part of the construction activity. 
Our advertising in the newspapers, 
on the radio, and through the mail, 
will concentrate on this market. It 
will emphasize that Sewanee wants 
to be “the Little Man’s Friend’!” 


chain mortiser, 
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Exterior Plywood for all Marine Uses Exterior Plywood for Outdoor Signs Plywood for Displays and Fixtures 





Plywood Speeds Modernization Jobs Plywood for Partitions, Counters Plywood for Cold Storage Lockers 


Sales Leads For You... aud susaieel 


With America’s Busiest Building) Material! 


Versatile Plywood Points The Way ConstRUCTION work is only one of the jobs done 
better by versatile Douglas fir plywood. 
To Extra Lumber Dealer Sales! | | , 


Guttear Signe Barricades [_] Sorting Trays rigidity, lightness . . . splitproofness, puncture- 


Inherent plywood properties strength, 


E Shipping Motor ’ was : ‘ 
Store Displays Cases O Mountings proofness, workability, durability—all point to 


Store Fixtures Coreut Toys CO Cargo Pallets thousands of applications in hundreds of use- 


Plant Ramps and = a : , a 
Maintenance Sete CO Treadways fields... . applications which offer volume 


Partitions Parts Bins C] Fuel Hoppers potential for you. 


Patterns and Cold Storage ‘a Instrument 
Templates Lockers Panels 


Check the suggestions at the left. You'll think 


of others, too. Let this list lead you to extra 





ply wood sales. 


Now Nationally Advertised 
To Industrial Users 


Now— in addition to continuing advertising in builder, D ign fir 
architect, home, farm, railroad, marine and other Oia 

specialized publications —the advantages of Douglas 
fir ply wood are being told to readers of Business Week, 
Fortune, Nation’s Business, Modern Industry, Product 
Engineering, Materials & Methods and Plant Engi- 


neering. More than 7,740,000 advertising impressions 
will further plywood’s acceptance with industrial 


users in 1951. AMERICA'S BUSIEST BUILDING MATERIAL 
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BEFORE the price freeze last 
month, prices for common lumber 
in some markets were back to their 
1950 all-time peaks. Whether they 
stay at that point will depend upon 
observance of the maximum price 
levels, which in turn will depend 
upon demand in most instances. 
Building material prices began 
inching up again in December fol- 
lowing the slide resulting from the 
first impact of Regulation X on 
new mortgage credit. The BLS in- 
dex of wholesale prices for build- 
ing materials climbed to 221.5 from 
217.8 in November. Contributing 
most to the index rise were higher 
prices for paints, structural steel, 
and miscellaneous materials. 
Pronouncements of defense 
agency officials lately indicate the 
“shape of things to come.” Defense 
Mobilization Director Charles E. 
Wilson asserted that virtually no 
steel will be available until 1953 
for public or private construction 
that is not essential for defense. 


THE BAN early this month on 
non-essential uses of aluminum, 
to stockpile for the materiel needs 
of ultimate military force of 3.5 
million men, included the use of 
aluminum for residential-type roof- 
ing, venetian blinds, storm win- 
dows, and ladders. 

Restriction of plywood to essen- 
tial defense construction and fabri- 
cation purposes was hinted by 
NPA officials recently, which 
means controls are near on this 
building material. 

HOMEBUILDING starts in ur- 
ban areas in the United States set 
records both in December and in 
1950. The year’s total was swelled 
to 1,400,000 units by the 95,000 
starts in the twelfth month. This 
total for 1950 was 36 per cent 
greater than the 1949 record peak. 

Retail dealers consequently en- 
joyed their best year’s business in 
most localities. According to a sur- 
vey run in January by NRLDA’s 
Past-President Norman Mason, to- 
tal sales by retail yards across the 
land were 20 per cent greater in 
1950 than in °49. Inventories gen- 
erally were more balanced on Jan- 
uary 1, with 19.1 per cent more 
stock reported than a year before 
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THE NATIONAL Lumber Trade 
Barometer for the week ending 
January 27 showed production 31.6 
per cent above the corresponding 
week last year; shipments, 12.9 per 
cent greater, and new orders down 
5.3 per cent. For three weeks run- 
ning, however, new orders had 
been above 1950, which _indi- 
cates that the impending price 
freeze rushed orders for a spell and 
then curbed them. The slack, 
though, can only be momentary 
due to the tremendous amount of 
defense and public construction 
ahead this year. 

R. A. Colgan, Jr., executive vice- 
president of the National Lumber 
Manufacturers Assocition, is opti- 
mistic over the lumber supply. He 
recently asserted that “the lumber 
industry can supply lumber need- 
ed on the fighting front and at the 
same time back up the civilian ef- 
fort on the home front. Given a 
relatively free hand, it can do the 
job with maximum efficiency and 
speed at minimum cost to the gov- 
ernment. 


“Indoor Climate Control’’ 


“Indoor Climate Control” will be 
the subject of a panel discussion at 
the monthly meeting of the Atlanta 
chapter of Producers Council to be 
held Friday, February 23, at the 
Atlanta Athletic Club. The pro- 
gram will consist of illustrated 
talks on temperature regulation 
through use of controls and insu- 
lating materials. 


New Door Officers 


Members of the Fir Door Insti- 
tute recently elected new officers 
for 1951. Eberly Thompson, vice- 
president of the M and M Wood 
Working Company in Portland, 
Ore., was elected president. 

Other new leaders include 
Charles E. Devlin, general sales 
manager of the Simpson Logging 
Company, Seattle, Wash., vice- 
president; J. P. Simpson, vice-pres- 
ident and general manager of the 
Buffelen Manufacturing Company, 
Tacoma, Wash., secretary, and Paul 
M. Smith, secretary and general 
sales manager of the Wheeler Os- 
good Company, Tacoma, treasurer. 


AFPI Inereases 
Personnel, Services 


Edward L. De Motte, former 
newspaperman and magazine edi- 
tor, has joined the Southern staff 
of the American Forest Products 
Industries as a field manager, He 
will serve the states of Alabama, 
Mississippi, Louisiana, Arkansas, 
Texas, Oklahoma, Missouri, and 
Kansas. His office is at 1033 Na- 
tional Bank of Commerce Building, 
New Orleans. 

Prior to this time, the South 
comprised a single AFPI district 
in New Orleans, headed by District 
Manager C. Edward Stout, who 
now becomes Southeastern man- 
ager. With headquarters in At- 
lanta, Stout will cover Georgia, 
Florida, Tennessee, Kentucky, 
South and North Carolina, Vir- 
ginia, and West Virginia. 

Wilson B. Sayers has joined 
AFPI as an administrative assist- 
ant to Charles A. Gillett, managing 
director. Sayers was state forester 
of West Virginia. He received his 
degree in forestry from Pennsyl- 
vania State College. 


MeLallen Heads 
Red Cedar Bureau 


Some 250 shingle manufacturers, 
wholesalers, and other representa- 
tives of the industry met recently 
in Seattle, Wash., for the 34th an- 
nual convention of the Red Cedar 
Shingle Bureau. They elected W. 
H. McLallen, Capilano Timber 
Company, Ltd., Vancouver, B. C., 
president, succeeding E, R. Scott. 

Earl S. Wasser, Rainier Mill 
Company, Rainier, Wash., was 
named vice - president. W. W. 
Woodbridge was re-elected secre- 
tary, and Virgil G. Peterson was 
re-elected treasurer. 

Trustees re-elected included Dale 
Craft, Willapa Cedar Sales Com- 
pany; N. A. English, Northwest 
Cedar Products, Ltd.; R. H. Far- 
rington, Super Shingle Company; 
Keith G. Fisken, Seattle Cedar 
Lumber Manufacturing Company; 
N. C. Jamison, Jamison Lumber 
and Shingle Company: J. A. Mac- 
Kenzie, Canadian Western Lum- 
ber Company, Ltd.; R. D. Mackie, 
Mackie Mill Company; Charles 
Plant, Bloedel, Stewart and Welch, 
Ltd.; Fred A. Roles, R and R Shin- 
gle Manufacturing Company; C. C. 
Rose, Saginaw Shingle Company; 
Paul R. Smith, M. R. Smith Lum- 
ber and Shingle Company; H. V. 
Whittall, Canadian Forest Pro- 
ducts, Ltd., and R. A. Wilde, Pa- 
cific Timber Company. 
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“It’s easier to Sell the Leader!” 


says: Henry R. Duch, Building Supply Dealer of Buffalo, N. Y. 


“For me, there’s only one fireplace unit... the Heatilator* Fire- 
place!” says Mr. Duch. It was the first practical method of cir- 
culating fireplace heat. It is first in sales because of customer 
satisfaction and advertising in consumer, camp, architect and 
builder magazines. 


“1 don’t waste my time on little-known brands,” says Mr. Duch, 
“I know it pays to sell the leader!” Heatilator has been the 
leading name in fireplaces for 24 years. Write for full infor- 
mation. Heatilator, Inc., 972 E. Brighton Ave., Syracuse 5, N.Y, 


“When a builder asks me for a job estimate, I mention the 
Heatilator Fireplace. It pays off!” The Heatilator unit is a 
heavy-gauge steel form, complete from hearth to flue. Smoke- 
less, troublefree, easy and economical to install. It gives you ex- 
tra profit on every fireplace sale. 


oe 


“I stand solidly behind the Heati- 
lator Fireplace!” 


* Heatilator 


It’s easier to sell. . . It’s easier to make a profit on 


HEATILATOR‘ 


TM. REG. U.S. PAT. OFF. 


ce FIREPLACE 


adil 
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SWLA Meet Has 3.750 Attendants 


Dealers Told 
“Defense of First 
Importance to All” 


SOBER and ominous thoughts, for 
the most part, fell from the speak- 
ers’ rostrum and echoed through- 
out the 63rd annual convention of 
the Southwestern Lumbermen’s 
As: ciation in Kansas City, Mo., 
Jar uary 24-26. 

‘fhere was an occasional expres- 
sion of a grim sort of optimism-for 
another good year, but only for 
those with raw courage and a deaf 
ear for gloomy forecasts. Yet dele- 
gates themselves indicated their 
apprehension of the future, and 
perhaps a fear this might be their 
last convention for a spell, with a 
record registration of 3,750 as tab- 
ulated by Alan T. Flint, secretary- 
manager. 

Members also indicated, by audi- 
ble reaction in three packed busi- 


Following election of officers at the convention of the 
Association, 
assembled for this picture. Seated, left to right, are the 
new president, C. D. Burkholder, and the retiring presi- 


Southwestern Lumbermen’s 
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ness sessions, their rising displeas- 
ure with foreign, domestic and bur- 
densome fiscal policies of the na- 
tional administration. Applause 
was most vociferous upon direct or 
implied criticism considered justly 
aimed at Washington. 

Before the last speaker—and the 
only cleric on the program—ap- 
peared, there had been repeated 
admonitions to rebuild the spirit- 
ual side of American life. Three 
industry speakers advised the deal- 
ers to broaden themselves morally, 
be less mercenary and be content 
with a shorter margin of profit. 
There was restlessness during 
strictly technical discussions of 
selling. 

One of the most sobering utter- 
ances came from Charles H. Kemp- 
er, of Troy, Mo., in the president’s 
annual address, before he stepped 
aside to be succeeded by C. D. 
Burkholder, of McPherson, Kan. 

Burkholder was advanced from 
first vice-president. Advancements 


new leaders 


were unanimously voted for two 
other officers. Henry H. Jones, of 
Little Rock, Ark., moved up to 
first vice-president from second 
vice-president. Fred S. Stephenson, 
of Chickasha, Okla., advanced from 
third to second vice-president. The 
nominating committee — selected 
Sam Arnold, of Kirksville, Mo., to 
be the new third vice-president. 

C. W. Baker, treasurer, and 
Frank E. Tyler, counselor, both of 
Kansas City, were re-elected. 

In addition to the officers, the 
new Executive Committee consists 
of J. R. Grobmyer, Glen O. Hum- 
burg, C. Lee Detter, George H. 
Squires, D. F. Ellenberger, L. I. 
Parks, and William Stewart, Jr. 

The board of directors is com- 
posed of Past-President Kemper, 
22 carry-overs and 11 new mem- 
bers. Elected for three-year terms, 
the new board members by states 
are: Arkansas—W. D. Powell, Ben- 
tonville, and Byron P. Howlett, 
Monticello; Kansas—Wayne Whe- 


dent, Charles H. Kemper. Standing, left to right, are Fred 
S. Stephenson, second vice-prescident; C. W. Baker, treas- 
urer; Henry H. Jones, first vice-president; Allan T. Flint, 
secretary-manager, and Sam Arnold, third vice-president. 
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G-P PRODUCTS 


Douglas Fir Plywood 

GPX Plastic-faced Plywood 

G-P Crownply Hardwood Plywood 
G-P Plysheet Hardwood Plywood 
Giant-sized Scarfed Panels 

Fir and Hardwood Doors 

Cypress and Redwood Lumber 
Western Fir and Pine Lumber 
Southern Pine Lumber 

Western and Southern Mouldings 
Southern and Appalachian Hardwoods 
Residential and Factory Flooring 
Treated Lumber and Timbers 
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ore Profits, 


G-P top quality panel and flush doors are a way to extra 
profits. You can offer them to your customers in all 
standard patterns. We can deliver them to you in 
natural, stain grade or paint grade—all factory-sanded. 

G-P doors are a precision-made combination of 
beauty and quality. Both panel and flush types are built 
to take long, hard usage. 

It’s good business economics to deal with Georgia- 
Pacific, the company that offers you a “new dimension” 
in service and special products . . . all your plywood, 
lumber and door needs from a single source. 
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GEORGIA — PACIFIC 
PLYWO00D &€ LUMBER CO. 


1213 Southern Finance Building, Augusta, Ga. Tel. 2-8383 

Offices or warehouses in Birmingham + Boston + Chicago + Columbia 

Louisville + Memphis + Nashville + Newark + Philadelphia 
Portland + Raleigh + Richmond + Savannah 
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lan, Topeka, Theo A. Sanborn, 
Belleville, and Hugh N. Roberts, 
Wichita; Missouri—Carl F. Kott- 
meier, Imperial, Theo R. Ingram, 
West Quincy, and Lester Birdsong, 
Osceola; Oklahoma—Merl Caton, 
Enid, Robert Donaldson, Stillwat- 
er, and W. T. Jameson, of Norman. 

After viewing the association ac- 
tivities and reporting 252 new 
members for a net gain of 180, 
President Kemper declined to risk 
a prediction on the future, but as- 
serted his opinion that the situa- 
tion is probably the worst ever 
faced by any group of Americans. 

“T am optimistic enough,” he 
added, “to believe we will enjoy 
a nice business and make a profit 
with homes to be built for at least 
part of the year. But we need a new 
moral viewpoint to meet this chal- 
lenge. 

“We must sell the idea that we 
must be Americans, and we must 
sacrifice and give, and forget about 
our personal gains .. .” 

No response from the audience 
was noted, however, as he contin- 
ued “and we must make up our 
minds to support this Government, 
whether we like it or not, whether 
it is right or wrong.” 

Martin V. Coffey, genetal sales 
manager of the Philip Carey Man- 
ufacturing Company, Cincinnati, 
was on the program to discuss 
“American Salesmanship.” His in- 
terpretation of selling raised it to 
the position of a weapon for de- 
fense of the American way of life 
in this emergency. 

From the industry viewpoint, 
Coffey had no patience with “the 
prophets of gloom in our own in- 
dustry” who said the nation was 
caught up on housing for 1949 and 
1950, after which both years set 
new homebuilding records. Re- 
viewing requirements and _ starts 
since 1940, he concluded that the 
construction industry has a back- 
log of 2,080,000 homes Americans 
want to buy. Saying he saw parts 
of an order in Washington to 
change Regulation X if it slows 
starts more than 400,000, Coffey 
continued: 

“IT am fearful that our touchy 
industry will, because of Regula- 
tion X, react as we did in 1949 by 
folding our tents and sitting back 
while the parade passes us by. 
Whereas, if we went out and sold 
America, Regulation X would 
mean nothing to us. 

“My prediction is that we will 
maintain this American way of life 
and as far as 1951 is concerned we 
will meet the specific problems of 
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Houstonians Entertain; 
Have New Group Office 


The January meeting of the Re- 
tail Lumber Dealers Association of 
Houston (Tex.) was “ladies night” 
and featured a full course dinner 
with entertainment afterward, 

B. D. Tucker, director of the 
local Federal Housing Administra- 
tion, spoke on the latest FHA regu- 
lations. 

Ralph F. Andrews, chief loan 
guaranty officer of the Veterans 
Administration, brought the group 
up to date on VA mortgage loan 
requirements, 

The offices of the Retail Lumber 
Dealers Association of Houston 
(Tex.) have been moved to 516 
West Building, on Main Street in 
Houston. 


the day and maintain a strong, eco- 
nomic and industrial base for re- 
armament that will build from 
900,000 to 950,000 living units—if 
all of us do our jobs.” 

Coffey said Russia made a mon- 
mental blunder in Korea and 
that “with all reverence to our dead 
and wounded I make the statement 
that the Korean incident is the sal- 
vation of our way of life. We have 
been lifted out of our lethargy to 
the full realization that we are in 
a war for survival.” 

After reviewing many about- 
faces in Washington, and recalling 
that many once-great nations went 
on the skids through the idealism 
of something for nothing, and call- 
ing for better government at less 
cost, Ralph Carney, of Wichita, 
Kan., showed Southwestern lum- 
bermen how each individual can do 
something about conditions in 
Washington. 

“The way for you to do some- 
thing about it individually,” said 
Carney, “is to accept all our re- 
sponsibilities in your own com- 
munity. Vote! Take a part in poli- 
tics! Be a good neighbor! For as 
every community improves itself, 
so do we raise the level of national 
strength.” He enumerated twelve 
directions in which an individual 
should activitate himself locally. 

Discussing ‘““Wages and Hours,” 
C. Boyd Mahin pointed out quirks 
in the Fair Labor Standards Act 
and said that if 75 per cent of a 
dealer’s annual dollar volume is 
not for resale, that dealer is defi- 
nitely safe in feeling exempt. 

‘Gerald F. Hoppe, sales promo- 
tion manager for the Minnesota 
and Ontario Paper Company, dis- 
posed of bugaboos—such as credit 


restrictions and material shortages 
—by puncturing balloons thus lab- 
eled during his address, “Sell and 
Survive.” 

Henry Flarsheim, advertising 
agency executive, in discussing 
“Sales Promotion and Advertis- 
ing,” reminded dealers that a few 
advertisements do not constitute a 
“campaign.” 

Other speakers were Edward Mc- 
Faul, of Northwestern University, 
and Dr. W. H. Alexander, of Ok- 
lahoma City, Okla. 

One new departure for this as- 
sociation—a panel of dealers dis- 
cussing “The Retail Building Ma- 
terials Market in 1951,”’—drew a 
capacity audience between busi- 
ness sessions of the convention. J. 
Ford Foster, of Kansas City, pre- 
sided as moderator and the partici- 
pants and subjects were: 

“Market for New Homes,” C. M. 
McAllister, Garden City, Kan.; 
“Home Modernization and Repair 
Market,” C. E. Lawrence, Overland 
Park, Kan.; “Farm Market,” Wil- 
bur Leffingwell, Manhattan, Kan.; 
“Commercial and Industrial Mar- 
ket,” Harry Stockman,, St. Louis, 
Mo.; “Contractor Sales Market,” 
Robert L. Sweet, Kansas City; 
“Counter Merchandise Market,” H. 
E. Hanna, Tulsa, Okla.; “Specialty 
Application Market,” Jack R. 
Grobmyer, Little Rock, Ark.; 
“Market for Appliances,” Francis 
Knollmeyer, Linn, Mo.; and “Yard 
Fabrication Market,” Dale F. El- 
lenberger, Plattsburg, Mo. 

For the Hoo-Hoo concatenation 
there were 21 “kittens” and nine 
reinstatements. Some 300 men at- 
tended the Hoo-Hoo stag banquet. 
Brief remarks were made by two 
present from the Supreme Nine— 
Lynn Boyd, of Pampa, Tex., Snark 
of the Universe, and Cliff Shorl- 
inging of Kansas City, Gurdon. 

Another innovation was an 
alumni breakfast for graduates of 
30-day schools, with 30 in attend- 
ance. It was decided to make the 
breakfast an annual event and ob- 
jectives were established. These 
objectives are to improve the 30- 
day schools, if possible; indoctri- 
nate a two-week night course, and 
to offer advice where appropriate 
on the four-year light construction 
course already adopted in some 
universities. 

For realization of these objec- 
tives a committee was created. It 
consists of Art Adams, Lyon, Kan.; 
Vernon Landgraf, Cape Girardeau, 
Mo.; William Morrow, Lawson, 
Mo.; John Hammerschmidt, Harri- 
son, Ark., and Virgil Teeter, Gene- 
seo, Kan. 
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“Haven't Lost an Indianectomy 
since we found out 


EVERYTHING HINGES ON HAGERS 


C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. *® 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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Panel Discussions Highlight Kentucky Conclave 


“IN THESE TIMES, I think it’s up 
to the dealers to get their own 
houses in order, watch their credit, 
and do business only with manu- 
facturers and mills with proven in- 
tegrity and honest principles.” 

This was the advice given by 
Rumsey Taylor, of the Princeton 
Lumber Company, Princeton, Ky., 
in an address to the 46th annual 
convention of the Kentucky Retail 
Lumber Dealers Association. The 
meeting was held at the Brown Ho- 
tel in Louisville, January 15-17. 

Concerning the outlook in the 
construction field, Taylor said: “It’s 
my honest opinion that there’s 
plenty of lumber to do the job in 
the civilian field and at the same 
time not hinder our military pre- 
paredness program.” He predicted 
the greater part of the new housing 
will be homes costing $7,500 or 
less, and declared this “offers a 
wonderful opportunity for the 
small dealer.” 

He advised the dealers to keep 
in close contact with their state and 
national associations for informa- 
tion and guidance on federaj ruil- 
ings and restrictions. 

The Kentucky convention pro- 





The new officers of the Kentucky Retail Lumber Dealers Association are 
seen above following their election at the annual convention in Louis- 
ville. They are Don A. Campbell, the Boner-Campbell Company, Lebanon; 
Sam Levy, Jacob Levy and Brothers, Inc., Louisville, and Elbert Myers, 
the Old Planing Mill Company, Inc., Glasgow. Formerly secretary, Camp- 
bell was given the greater title of executive vice-president and secretary 
of the association. Levy is the new president. Myers is vice-president. 


gram was concentrated this year in 
two panel discussions on January 
16. Rumsey Taylor presented the 
dealers’ view in the panel on na- 
tional affairs. Other participants 


This colorful, floor-type merchandise display for lumber dealers was 
given away at the Wood Conversion exhibit during the convention of the 


Kentucky Retail 


Lumber Dealers Association last month. 


Called the 


“Island of Opportunity,” the display features a “try it yourself” design 

panel, a miniature house, samples, and literature. The design panel helps 

customers picture just how these Nu-Wood remodeling, insulating, and 
interior finish building products will look in a house. 
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were Roscoe R. Dalton, Kentucky 
FHA director; H. R. Northup, ex- 
ecutive vice-president of the Na- 
tional Retail Lumber Dealers As- 
sociation; and John Haynes, con- 
struction division director for the 
U.S. Department of Commerce and 
National Production Authority. 

The afternoon panel discussion 
was of everyday dealer problems 
and affairs. W. W. Owsley, Cyn- 
thiana lumber dealer, spoke out for 
the dealer himself, while Lloyd 
Yeager, Sid Darling, and Boyd 
Mahin participated in other roles. 
Yeager is secretary of the national 
Gypsum Association. Darling is 
secretary of the National-American 
Wholesale Lumber Association. 
Mahin is a Chicago attorney, who 
serves as wage-hour counsel for 
NRLDA. 

Secretary and new Executive 
Vice-President Don Campbell 
served as moderator for the panels. 

“There is no shortage of con- 
struction labor or of the ordinary 
items of commercial construction,” 
Campbell said. “We’ve got more 
lumber now than we know what 
to do with—it’s running out our 
ears.” He suggested that the Gov- 
ernment should have restricted the 
use only of those materials that are 
scarce, such as steel, and permitted 
dealers to use their ingenuity to 
find substitutes. 

Ben Eubank, of Lexington, retir- 
ing president of the association, 
said he thought the freeze was un- 
necessary, except for steel. Calling 
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Youll ving the bell 
with Kuberoid! 


ie Yes, Ruberoid helps you ring the bell in making 


on your own sales floor, or door-to-door. 











‘ 


more sales... 


; $00 WN GAAP ’ 
NY)) H va oe Ruberoid advertising does more than get its foot 


(y 


in the door for you. It tells a powerful, convincing sales story 
when prospects are in a receptive mood . .. in such magazines 
as Time, Better Homes & Gardens, Good Housekeeping, 
Successful Farming, Country Gentleman, Capper’s Farmer, 
Progressive Architecture, Architectural Record, 

The Magazine of Building, ete. 


Besides pre-selling the superior features of wind-defying 
Ruberoid Tite-On Shingles ... Ruberoid Vitramic, 

the vitreous-ceramic coated ashestos-cement siding... and 
Ruberoid Stonewall, the rocklike, rugged, yet easy-to-“work” 
asbestos-cement board ... you also are backed to the 

hilt with consumer literature, ad mats, and point-of-sale 
display aids, including ad reprints in cover reproductions 
of magazines in which ads appear. 


You'll make more sales... easier... with 
Ruberoid pre-sold roofing and siding. 


Rg REFUND 
le di 
"Guaranteed by © 
Good Housekeeping 
Sho, .) 


> 
AS Aovenrist THESE 


The RUBE ROI ® Co. EXECUTIVE OFFICES: 500 Fifth Ave., New York 18, N.Y. 
- MULLIS, MASS., MOBILE, ALA, 


SALES OFFICES: BALTIMORE, MD., BOUND BROOK, N. J. , CHICAGO, ILL., DALLAS, TEXAS, ERIE, PENN., MINNEAPOLIS, MINN 


ast 
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for a better program of public re- 
lations, he said: 

“We must be sure we stand on 
firm ground when we oppose or- 
ders of the government. When it is 
necessary to voice opposition, we 
must explain our stand, giving val- 
id reasons for our opposition.” 

Wilson W. Wyatt, of Louisville, 
postwar federal housing expediter, 
discussed the new excess-profits 
tax. “Someone,” he observed, “has 
described it as the full-employ- 
ment bill for lawyers and account- 
ants.” He said its effect in the high- 
est bracket, where the rate is 77 
per cent, is to create 23-cent dol- 
lars. Wyatt predicted that the in- 
flation thus created probably will 
total more than the law will raise 
in revenue. 

Among other convention speak- 
ers who gave Kentucky dealers and 
their suppliers current food for 
thought were: 

Gates Ferguson, advertising 
manager of the Celotex Corpora- 
tion, Chicago, Il. 

G. F. Hoppe, sales manager of 
the Insulite Company, Minneapolis. 

Eight new directors were elect- 
ed for two-year terms. They are: 
William Edmiston, Danville; H. L. 
Shannon, Henderson; N. C. Allen, 
Middlesboro; John A. Myers, May- 
field; C. T. Elkin, Winchester; Ur- 
ban Boland, Louisville; Elbert My- 
ers, and Scott T. Craft, Prestons- 
burg. 


Plans Set for Joint 
Tennessee-Georgia Meet 


Plans now are set for a joint 
convention of the Building Ma- 
terial Merchants of Georgia and 
the Tennessee Building Material 
Association this year. It will be 
held at the Municipal Auditorium 
in Chattanooga, Sunday-Tuesday, 
March 25-27. 

Panel discussions will be held 
on government controls including 
prices, wage-hour, and distribu- 
tion, Topnotch speakers have been 
booked. 

Tennessee Secretary R. O. 
Brownlee and Georgia Counselor 
J. G. Rowell are hoping that many 
of their friends among the Ala- 
bama dealers and suppliers also 
will attend. 

The convention will begin with 
a golf tournament. The ladies will 
have a special sight-seeing tour 
Monday afternoon and then join 
the men at the annual banquet. 

Dealers are urged to make their 
hotel reservations through the 
Patten Hotel management in Chat- 
tanooga, Tenn. 
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LEAD ALABAMA DEALERS IN 1951 


New officers of the Alabama Building Material Exchange are “ready to 
go” in the above picture, snapped following their election at the annual 
banquet in Birmingham on January 9. From left, the officers include 
President Thornton Estes, Birmingham; Northern Vice-President Kelly 
Hyche, Jasper; Central Vice-President H. H. Caldwell, and Executive 


Secretary Mary K. Harless, 


both of Birmingham; 


Southern Vice- 


President Wright Smith, Mobile; Dealer Secretary Peter Fyfe and Treas- 
urer Louis Meer, both of Birmingham. 


“BEST WE’VE HAD!” That’s the 
way Alabama dealers described 
their annual meeting and banquet 
at the Redmont Hotel in Birming- 
ham on January 9, And it was all 
due to the skill of President Thorn- 
ton (Speedy) Estes in putting to- 
gether a variety program. 

First came the refreshments, ac- 
companied by the songs and piano 
music of Gail Norman, local night- 
club artist. 

The invocation, in the form of a 
vocal solo of “The Lord’s Prayer,” 
was given by Tommy Dix, Gray- 
son Lumber Company employee 
who had appeared in_ several 
Hollywood movies. These pictures 
included “Andy Hardy’s Blond 
Trouble,” “The Corn Is Green,” 
and “Buckle Down Winsocki.” 

Following a full Southern chick- 
en dinner, Peter Fyfe, perennial 
chairman of the Nominating Com- 
mittee, announced the slate of 
nominees. They were unanimously 


elected to lead the Alabama Build- 
ing Material Exchange during the 
ensuing 12 months. 

With introductory remarks by 
E. C. Easter, sales vice-president of 
the Alabama Power Company, the 
dealers were shown the full-color, 
sound motion picture’ entitled 
“Power of the South.” 

The program was topped off 
with a 45-minute discourse by I. J. 
Browder, Birmingham division 
director of the University of Ala- 
bama, on the 32 “Presidents of the 
United States.” He told the audi- 
ence unusual facts about the 
origin, strength, weakness, and 
foibles of most of these officers. 

Thornton Estes, who was re- 
elected president, served as mas- 
ter of ceremonies. He read a letter 
of regrets from H. R. Northup. 
NRLDA executive vice-president. 
who was unable to leave Washing- 
ton to address the Alabama organi- 
zation. 








Make Convention Reservations Now! 








WEST VIRGINIA Lumber and 
Builders Supply _ Association. 
March 9-10. Daniel Boone Hotel, 
Charleston. Exhibits. 

LOUISIANA Building Material 
Dealers Association. March 14-15. 
Jung Hotel, New Orleans. Exhibits. 

CAROLINA Lumber and Build- 
ing Supply Association. March 20- 
22. Municipal Auditorium, Ashe- 
ville. Exhibits. 

TENNESSEE Building Material 
Association. March 25-27. Munici- 


pal Auditorium, Chattanooga. Ex- 
hibits. 

MISSISSIPPI 
Dealers Association. 
Buena Vista Hotel, 
hibits. 

FLORIDA Lumber and Mill- 
work Association. April 18-20. 
Sheraton-Plaza Hotel, Daytona 
Beach, Fla. 

TEXAS Lumbermen’s Associa- 
tion. April 22-24. Municipal Pier, 
Galveston. Exhibits. 


Lumber 
5-6. 
Ex- 


Retail 
April 
Biloxi. 
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These Grademarks 


are the Buyers’ Guides to 


Doors of Uniform Quality 


*The quality group of door manufac- 

turers is comprised of mills inspected 
regularly by the Fir Door Institute 
inspection service. This service is a 
check on quality completely indepen- 
dent of individual mill supervision. 
The doors produced by these manu- 
facturers carry F DI grademarks: 





Acme Door Co. 
Hoquiam, Wash. 


Buffelen Manufacturing Co. 

Tacoma, Wash. 

Cruver, Langhardt Door Co. HE QUALITY group of door manufacturers* 

Anacortes, Wash. distinguish their product with one of these 

Klamath Door Company registered grademarks. By specifying FDI- 

Klamath Falls, Ore. stamped doors, buyers can be certain of receiv- 

M&M Wood Working Co. ing a dependable product... one preferred by 

Portland, Ore. six out of every ten door users. 

EA. Nord Co The official FDI stamp on a Douglas Fir, 

Everett, Wash. . Western Hemlock, or Sitka Spruce door is your 

‘ assurance it meets the quality standards of the 
nd Manufacturing Co. : lege ‘ 

slg . c U. S. Department of Commerce. To be certain 
sia . of door quality, specify FDI grade-marked 

ate eet & Timber Co. PRICED spate 


Simpson Logging Co. a 
Seattle, Wash. 4 pe 


Vancouver Door Co. 
Montesano, Wash. 


The Wheeler Osgood Co. , “ 
Tenens, Heed. Matte ‘aablies 44 Vic Dace Fir Door Institute 


Institute inspection are always 
glad to provide Notarized Cer- Tacoma 2, Washington 


tificates to buyers upon request, 
showing that doors shipped 
have been found to be up to 
U.S. Department of Commerce 
Standards for the grade 
purchased. 
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249—New Window Fan 


The Hunter Fan and Ventilating 
Company, 400 S. Front Street, Mem- 
phis, Tenn., announces a_ fashion- 
designed 22-inch window fan that 
was designed especially to cool small 
homes or apartments. 

Blade rotation can be reversed at 
a flick of the switch to either pull 
out cooking odors or cigarette smoke 
or to bring in fresh air. The fan has 
high and low speeds. 

Easily mounted in standard win- 
dows by adjustable side panels, the 
fan is quickly fastened by screws. A 
silver grille provides safety. It op- 
erates quietly at 3,400 CFM. The 
motor has a weather-proof motor 
housing. 

The Hunter window fan is also 
made in an 18-inch size with 2,500- 
CFM capacity. 


250—Ceiling System 


The Mid-West Acoustical and Sup- 
ply Company, 1196-M West 69th 
Street, Cleveland 2, Ohio, announces 
a new system for nailing metal to 
support gypsum board materials used 
in suspended acoustical ceiling tile. 

All parts of this Metl-Lock system 
are incombustible. Close-fitting joint 
and end clips eliminate breathing and 
ghost marks. The nailing channel 
utilizes an inverted V-shaped _nail- 
ing course with sides at 45-degree 
angles. Off-center nails are guided 
from any point into the groove, in- 
creasing nailing efficiency. 

The simple five-part Metl-Lock 
system includes the nailing channel 
in 12-foot lengths, snap-on channel 


a 


4 


splicers, wire spring clips for tying 
channel to carrying members, gyp- 
sum-board joint and end clips, and 
three types of annular nails. 

A special channel clip with toggle 
bolt permits fastening the system to 
hollow tile. 


251—Frameless Screens 


The Columbia Mills, Inc. 428 
South Warren, Syracuse, N. Y., now 
make an aluminum frameless screen 
for use on all double-hung windows. 

Automatic tension locks at the 
sides of the window keep the fine- 
mesh screening tight against the 
window blind, leaving the sill free 
from all obstructions. The screen is 
quickly installed and opened for 
window washing, or rolled up for 
winter storage. 

Being aluminum, these screens do 
not require seasonal painting. 


Yv¥v 
252—Self-Clinch Nails 
The Elastic Stop Nut Corporation 
of America, 2330 Vauxhall Road, 


Union, N. J., now makes a new self- 


(Continued on page 72) 








Clip this coupon and mail it today to: 
SOUTHERN BUILDING SUPPLIES, 
806 Peachtree St., N. E. 
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how to have both without brealnng the bank use 
indrvrdual Vion Metal Tiles for walls and ceilings! 
© They're three-ways economical 1, low in cost 

2, purchase only as many as you need. 3. inexpensive to 
install available in featherweght steel, aluminum and 
mtainiess steel An occasional apphcation of Vikom 
cream wax keeps these bles new bright with exes, 
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nile INDIVIDUAL 
Ze pgs PY VIKON METAL TILES 


Nationally Advertised to More Than 5,000,000 Potential Users 


Here indeed is the tile to promote — for its superb color richness, its easy applica- 
tion, incomparable durability, as well as its astounding practicality. Capitalize 


this national advertising to full advantage. 


FIGURES SHOW THAT YOUR CUSTOMERS KNOW VIKON 


30 fade-resistant decorator colors +* See our catalog in Sweet's Files 


STEEL- ALUMINUM-STAINLESS STEEL VIKON TILE CORPORATION _ Dept. 1P 
Washington, New a 


ligation or cost, a 


| Please send me, withou 
full-color descriptive broc hur re and sample of Vikon 
VY [ amg! | Metal Tile. I am interested in tile for 
MyhomeQO Asa dealer As a contractor 0) 
BEAUTY~- ECONOMY DURABILITY 
Ae |e 





The Original Individual Metal Tile ADDRESS 


Established 1926 
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A “charge” of 20,000 
board feet of lumber is 
seen, at left, going into 
the heavy steel pressure- 
treating cylinder of a 
wood - preserving plant, 
where it will be impreg- 
nated with “Wolman” 
salts under 175 pounds of 
pressure per square inch. 
The Pensacola Builders 
Supply Company sells 
such pressure - treated 
lumber for cattle feed- 
bunks and Motor Speed- 
way stadium seats and 
fences, pictured below, 
because it resists decay 
and _ termites. 


TREATED LUMBER 


(From page 29) 


builder-customers with good con- 
struction materials—at a fair prof- 
it to his company, of course, Six 
salesmen headed by Sales -Man- 
ager Riley Hopkins, sell a variety 
of materials, These include con- 
crete blocks, produced in the firm’s 
own block plant; doors, windows, 
and frames—many fabricated in 
their own woodworking shop; com- 
mon and finished lumber; roofing; 
insulation; paints; hardware; gyp- 
sum and other wallboards. 
The pressure-treated lumber is 
stored in its own shed. A large 
sign on the end of the shed facing 
the main highway lets motorists 
know that the Pensacola Builders 
Supply Company is the source for 
“Wolmanized” pressure - treated . 
wood In the picture below, E. W. Renfroe and Q. D. Ragan put together a 
i . store display window with pressure-treated 2x6’s and 2x8’s. This clean- 
Since the main purpose of pres- treated wood is paintable and long-lasting. The construction view on 
sure-treated lumber is to protect the front cover is of the framing with pressure-treated lumber of a 
building construction against rot new Pensacola church. 
and termites, this lumber dealer 
has concentrated its sales “eye” 
on markets that need the protec- 
tion of a service-proved treated 
lumber. 
House foundations are exposed 
to wood-destroying agencies and, 
therefore, are an obvious market. 
Outside construction, such as 
stadiums, porches, gates, fence 
boards, and wharves, provides an- 
other big market. 
In their woodworking shop, this 
company produces’ decay-free 
framing for display windows of 
new stores being built in Pensa- 
cola. The frames have pressure- 
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MUSTANG SIDING IS SUPERIOR 


Superior for you, Mr. Dealer, because it upholds 
your reputation for handling only the best. 
Superior for the applicator, because all MUSTANG 
shingles are alike in size, thickness, color and 
toughness. 

Superior for the home-owner because MUSTANG 
gives any home the “New Look” that lasts forever. 


MUSTANG backs you with these 
10 merchandising helps 


1. MUSTANG sample boards. 6. MusTANG truck signs. 

2. MUSTANG envelope stuff- 
ers. 

3. MusTANG folders of build- 
ing ideas. 

. MUSTANG newspaper ad- 9, MUSTANG motion picture, 
mats. 

. MUSTANG dealer identifica- 10. MUSTANG advertising 
tion signs. counsel for dealers. 


7. MUSTANG job signs. 


8. MuSTANG radio spots. 


Be the MUSTANG Dealer in Your Community 


Sell MUSTANG Asbestos Siding for new construc- 
tion . . . for remodeling. It’s THE siding for the 
dealer who wants to offer the best — and make a 
good profit. 


Write for our new price list today. 


The ASBESTOS COMPANY OF TEXAS 
P. O. BOX 1082 HOUSTON 1, TEXAS 
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treated 2x6 tops and sides, and 
2x8 sills. 

According to Manager Hayward, 
the Pensacola Builders Supply 
Company has found plentiful mar- 
kets for treated dimension lumber 
—and the continual turnover of 
yard stocks has been profitable. 

Sales frequently are made to the 
U. S. Naval Air Station when it 
has jobs requiring treated lumber. 

The promotional literature and 
display pieces received with “Wol- 
manized” treated lumber stock 
have speeded sales, Hayward 
pointed out. 


The advertising mat service for 
treated lumber is used in Pensa- 
cola Builders’ ads in the Pensacola 
News Journal. 

On-the-job signs show when new 
construction has been protected 
against rot and insects with Pen- 
sacola Builders’ pressure-treatec 
lumber. 

Envelope stuffers and other fold- 
ers featuring advantages of treat- 
ed wood, are mailed to customers 
and prospects. More detailed man- 
uals are given to customers inter- 
ested in knowing the complete use- 
story of pressure-treated lumber 





NATIONAL 


The Complete Packaged Units 
that offer Every Advantage 


National Window Units come complete. 
Each individual unit arrives at your ware- 
nouse with the sash prefitted to the 
frame, Unique Balances (or equal) and 
weatherstripping in place, and the all- 


aluminum screen ready to set. 


The low prices and the easy handling 
make them easy selling and a favorite 


with dealers throughout the South. 


DEALERS: Write for price sched- 
ules and the new catalogue showing 
the complete line of Windows, 


Doors, and Millwork. 


NATIONAL 
WOODWORKS 


BIRMINGHAM 7, ALABAMA 


2201 29th Ave., North 


You can get 
them NOW! 


No delays, no shortages on National 
Window Units 
WOOD. Prompt shipments on trailer- 
load quantities. 


made of seasoned 





Manager Hayward asserts that 
his firm is confident that “Wol- 
manized” pressure-treated lumber 
is a material that will give their 
customers complete satisfaction be- 
cause lumber has been treated sat- 
isfactorily with this preservative 
for over 25 years, 

He pointed out that “Wolman- 
ized” treated wood products are 
available to retail yards only 
through lumber mills and whole- 
salers. Many of these have their 
own pressure - treating plants 
through which they run charges 
for retail yards. 

Other mills and wholesalers ship 
dry lumber to the several regional 
treating plants of the American 
Lumber and Treating Company. 
After it is processed there, the lum- 
ber mill or wholesaler has it de- 
livered to its own stock or to re- 
tail dealers. 


New Wood Treating 
Plant at Sandersville 


The H. C. Lang Company, Ltd., 
has opened a new plant in Sand- 
ersville, Ga., for the preservative 
treatment of green lumber and 
timbers. General manager is Carle- 
ton Lang, formerly with the Lang 
Variety Works, millwork manu- 
facturers and building supply 
dealers, in that town. 

According to Lang, his firm will 
stock all sizes of treated lumber 
and timbers commonly used for 
construction, outdoor advertising, 
and general industrial purposes. 

The company also will do cus- 
tom treating of lumber for manu- 
facturers, wholesalers, and retail- 
ers within a 75-mile radius. 

The Osmose process is specifical- 
ly for the treatment of green lum- 
ber or timbers. Dry lumber has to 
be soaked for some 48 hours be- 
fore it may be effectively treated 
with this chemical for long life, 
according to Lang. 


Jobbers to Meet 


“Controls and Regulations,” 
“Selling in a War Economy,” and 
“Your Part in Civilian Defense” 
are the three main topics tentative- 
ly scheduled on the agenda for 
winter district meetings of the Na- 
tional Building Material Dis- 
tributors Association. 

The Southern section meeting 
will be held March 7 at the Roose- 
velt Hotel in New Orleans. 

The Midwestern meeting is 
planned for February 22 at the 
Edgewater Beach Hotel in Chicago. 
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eeAny bricklayer or mason 
will tell you that the first thing he looks for 
in masonry cement is workability—or ‘plas- 
ticity’ as the technical men call it. I’m no 
exception—I feel I do my best jobs when I’m 
using a mortar that’s easy to handle. 
“That’s one reason why I like mortar 
made with Marquette Masonry Cement. It 
stretches, butters, spreads and shoves a 


MARQUETTE |j / [= 


=. 


head joint as fast and easily as a man could 
want. It makes a firm, strong, better-looking 
joint—and you don’t have to add a thing. 
“Of course, workability isn’t the only rea- 
son why Marquette Masonry Cement is bet- 
ter cement. There are others—nine to be 
exact—but let’s talk about those later on.9? 
—George H. Smith, Jr., member, Illinois Lo- 
cal No. 21 and a bricklayer for 34 years. 


requirements 
of high qWolity fF 
Masonry cemens+ k: 
1. Plasticity E 
a Body id 
3. Strength 
4. Yield 
5. Color 


6. Adhesion & Bond 
7. Negligible 
Shrinkage 
8. Water Retention 
9. Water 
Repellency 
10, Non-eflorescing p 
*You get o// 10 when , 
“Se Marquette! oe 


Marquette Cement Manufacturing Company 


MEMPHIS e JACKSON, MISS. 


TRAINING © MASONRY 


CHICAGO e ST.LOUIS e 


PORTLAND © HIGH EARLY STRENGTH © AIR EN 





Any quantity of Marquette Masonry Cement will be shipped in mixed carloads with other types of Marquette Cement 
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(From page 66) 
clinching stainless steel ES-nail. 
A rectangular opening in the driv- 
ing leg permits a bellows-like expan- 
sion of the sides of the nail into the 
sheathing material. This opening 
also allows the nail head to flatten 


completely without distortion. The 
locking foot of the nail has been 
lengthened and widened for strength. 

ES-nails now are available for 44- 
inch sheathings. A similar nail for 
25/32-inch non-wood sheathing will 
soon be available. 


an aan 
253—Plastic Laminates 


The Formica Company, 4614 Spring 
Grove Avenue, Cincinnati 32, Ohio, 
has added two new patterns to its 
line of laminated plastic panels. 

“Skylark” is a modern pattern 
with abstract shapes in three shades 
of a color overlapping each other on 
a background of a contrasting color. 

“Fernglo” has a soft effect with the 
appearance of the veins of ferns and 
other foliage massed together. Both 
patterns come in various colors. 








PRODUCTS IN BRIEF 


For full details on these new products, return coupon on page 66 

















B-425. The new Truart wall-sur- 
face bath and shower fitting is 
especially designed for solder-joint 
copper-tube installations. It comes 
complete with roughing and finishing 
nipples, hot and cold valves on six- 
inch centers, automatic diverter 
valve in spout, self-cleaning shower- 
head with ball joint, and shower-arm 
and flange. 


B-426. Crayoff lumber crayons 
are made with a soap base so that 
markings can be wiped off without 
marring the face of the wood. They 
contain no grease to melt into the 
wood, Made in green, yellow, brown, 
terra cotta, black, blue, red, and 
purple, they have been tested and 
approved by the Western Pine As- 
sociation. 


B-427. Lipton All-Seal waterproof- 
ing is a clear liquid used on concrete, 
brick, plaster, stucco, stone, cement, 
tile, shingle roofs, natural woods, and 
other materials. It is said to seal 
resins and prevent bleaching, split- 
ting, decaying, and curling. A gallon 
covers from 200 to 350 square feet. 


B-428. The Tru-Circle saw sharp- 
ener is a low-cost fixture for grind- 
ing circular saw blades. The simple 


jig will gum, joint, and sharpen com- 
bination, cross-cut, and rip or novel- 
ty blades from 6 to 10 inches in di- 
ameter. It will also touch up the 
raker teeth of combination blades. 


B-429. The Graco mogul-type Pow- 
erflo spray-gun pump is equipped 
with a device called the Evenflo that 
is claimed to prevent all spurting 
or uneven flowing of liquid through 
a spray gun. This air-operated ma- 
terial-handling pump supplies ma- 
terial through hoses for spray-, pole-, 
or extrusion-gun application. Extra- 
high volume pumps operate with an 
aaa range of from 20 to 175 


B-430. “Re-Nu-It” is a waterproof 
product for re-surfacing and insulat- 
ing wood, clapboard, masonry, or 
shingle sidings. It is fused to the sur- 
face of the siding by specially-de- 
signed pressure equipment. The 1/16- 
inch thick coating thus becomes a 
part of the existing structure, without 
onan the original architectural 
ines. 


B-431. Fenestra residence case- 
ment windows are now available 
with a new locking handle, Part 
7-V-E, at no extra cost. This handle 








Central location means your freight Ost i kawer 

Central location means quicker delivery @& Our onder. 
Central location means less money vied Up im inventory 

And with all these service advantages, you Ra that has 
everything! Baked.in plastic finish. Beveled Ten pre 
harmonized colors. Full line of mouldings and adhesives. Colorful 
advertising literature. Ad mats. And our now famougilisplay, the 
SILENT SALESMAN. Write today for prices and samples to: 


A& F TILEBOARD CO., INC. 


P.O. BOX 4085 @ ALEXANDRIA, LOUISIANA 
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| New hydraulic 
CUM LOADER attachment 


Permits ready adaptation of Ross Fork Truck lumber handling 
system to all types of storage sheds. Saves storage space, saves 
man-power, cuts handling costs. 

“BIN-LOADER” does not interfere with normal fork truck 
operation. In addition, it can be readily detached when de- 
sired — on or off in a matter of minutes. 

“BIN-LOADER” is easily interchangeable with scoop bucket, 
snow plow and all other Ross attachments. 

“BIN-LOADER” is controlled from the fork truck cab by 
the driver. 


aS THE ROSS CARRIER COMPANY 


POss ' Direct Factory Branches and Distributors Throughout the World 
170 Miller St., Benton Harbor, Michigan, U.S.A. 





Now you can load 


conventional 


MW a Le 

\ with a Ross 

= fork truck! 
1 


a 


You'll want all the facts, so... 
MAIL COUPON TODAY! 


THE ROSS CARRIER COMPANY 


170 Miller Street, Benton Harbor, Michigan, U.S.A. 
Send details on Ross Fork Truck BIN-LOADER 
Attachment 

a 

Company__ 


Street e 


City 
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eliminates the problem of venetian 
blinds being marked or broken when 
blinds are raised and lowered while 
the window-locking handle is in an 
open position. 


B-432. The new Combustioneer 
gas conversion burner features a 
“triple-mix” burner head. Primary 
air and gas are first mixed in the 
venturi tube, then sandwiched be- 
tween two layers of secondary air 
for higher efficiency. Approved for 
natural, manufactured, mixed, LP, 
and LP-air-gas mixtures, the Com- 
bustioneer has capacity ranges from 
50,000 to 225,000 BTU. 


B-433. The Grip-R hanger solves 
the problem of hanging up tools, 


gauges, parts, and odd-shaped de- 
vices. It consists of an open-end 
metal shell 5% inch thick, 234 inches 
wide, and 18 inches long. A plated 
coil-spring runs the length of the 
shell and is caught by sliding ring- 
clips to form slots for holding items. 
Ring-clips are easily moved to 
change slot space as needed. 


B-434. Monsoon is an_ invisible 
water-repellent for brick, mortar, 
and other masonry structures. Made 
with a new silicone resin, it offers a 
self-cleansing action for walls and 
protection against efflorescence. 


B-435. Two new service fittings 
for high and low potential wiring, 
made for use with underfloor wiring 
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EMPIRE 


ROLLED STEEL 











A Complete Line of Finer Windows 


The Empire Line of Steel Windows offers 
opportunities to dealers to handle a steel 
window product which is rapidly growing in 
favor with Southern users. This line of win- 
dows, properly engineered, accurately and 
sturdily built, is bonderized to produce a 
better window, yet selis at competitive 
prices. 


Write for literature. 


DECATUR IRON & STEEL CO. 


Decatur Alabama 


Serving Southern Builders for Over 60 Years 
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Southern Made 
for 
Southern Builders 


Residence Casements e 
Architectural and Commercial 
Awning Windows e Commercial 
Projected Windows e Pivoted 
Windows e Security Windows 











systems, are only 3 inches from foot 
to top of fitting. No. 7903-H has 
standard T-slot receptacles. No. 
7904-HL has a single %4-inch compo- 
sition bushing for telephone, buzzer, 
and inter-communication wiring. 


Yvwv 


254—Low-Priced Grilles 


The R. G. Coff- 
man Company, 
Inc., P. O. Box 
1113, Orlando, 
Fla., now makes 
a low-price orna- 
mental iron door 
grilie. No. 85 is 
retailed for about 
$3.03. The com- 
panion grille with 
a decorative 
duck, No. 85B, 
lists for $3.83. 

The bars of 
this grille are 
made of 3/16x% 
inch iron, elec- 
trically welded 
for strength. 
Both grilles are 
30% inches wide 
and 16% inches high. They are flush- 
mounted into the stiles with four 
wood screws. 


wv ¥v 
255—New Paint Shades 








The Martin-Senour Company, 2520 
South Quarry, Chicago 8, IIL, has 
changed the color line for its pack- 
aged paint products for the first time 
in nearly 10 years. 

The changes were made in ac- 
cordance with findings of a survey 
based on more than a million dollars 
worth of individual paint purchases, 
selected at 500 retail counters in 70 
cities. The new line now includes the 
top choices from more than 2,000 
shades. 

Bayberry, petal pink, mint green, 
dusty coral, chartreuse, oyster white, 
sky blue, sunset gray, almond, prim- 
rose, lemon, lobster red, fawn, tur- 
quoise, white, and ivory are included 
among the new colors. 

The color changes were made in 
New Tone Flat, Gloss-Tone Satin 
Gloss, Kolor-Brite all-purpose en- 
amel, floor and trim paints, Monarch 
house paint, and other exterior 
paints. 


YVvv¥v 
256—Pre-Built Fireplace 


LaSalle Products Company, Elk- 
hart, Ind., has introduced Hearth- 
place pre-built, carry-in fireplaces, 
complete with chimney. They are 40 
inches wide in front, 36 inches in 
back, 54 inches high, and 34 inches 
deep, including hearth. 

This fireplace has a_ steel fire 
chamber and dome, and its insulation 
is listed as standard by Underwriters 
Laboratories. It can be used with one 
of many pre-fabricated chimneys. A 
Cycleflo feature greatly increases air 
velocity through the outlet ducts. 

Available in either wall or corner 
models, Hearthplace units come in a 
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compere MIRATILE 


and see the difference 


You'll be mighty glad you took the time to read and answer this adver- 
tisement . . . once you see and compare MIRATILE. MIRATILE Tile Board 
is definitely new and different. The patented Flared Score Line is extra 
wide . . . a true duplicate of regular tile spacing and joints. That plus 
true tile colors is what sells your customers . .. once they see MIRATILE. 








8 Inch Streamline 


And here are the MIRATILE advantages for you: 


1. ONE COMPLETE LINE ... all tile panel types as shown here in all sizes . . . plus 
leather and marble panels as well. All moulding shapes and types in 
presdwood ... and in extruded aluminum in metal finish and matching 
colors. 

YOU SAVE FLOOR SPACE AND INVENTORY COST... one quality line of 


De Luxe MIRATILE Tile Board. You don't have to "double-stock" stand- 
ard and deluxe grades. With MIRATILE it's all De Luxe. 


. COMPLETE COLOR RANGE ... and all in beautifully toned tile shades that 
look exactly like real tile colors. 


. DEPENDABLE QUALITY .. . you can guarantee the MIRATILE you sell as chip 
proof, crack proof, and peel proof. In addition the special-process plastic 
baked enamel finish is non-fading and is resistant to humidity or live 
steam. 

. BIG PROFITS . . . Contractors are turning to tile board to help cut house con- 
struction costs. Smaller builders are finding a steady market in home 
remodeling using tile board. And home owners are buying tile board 
constantly for their own remodeling work, because it's easy to install 
and does so much for dull ordinary rooms. 


JUST CLIP THIS COUPON ... PUT IT IN AN ENVELOPE ... AND MAIL IT IN! 


Send me MIRATILE facts and MIRATILE samples. 

Your Nemo _ 7 Tri-Line 
Company Name 

Address _ DISTRIBUTORS 


New dealers are turning to 


City (and Zone) MIRATILE every day. Some 
2 is oo are franchises are still available. 


Write Department FS. 


Distributor Name and City 


Musings orecthetcwie ~MIUIRATILE MANUFACTURING COMPANY, INC. 


creases Gf Whe The Scere = ba WEST 81ST. STREET . CHICAGO 20, ILLINOIS 


Division of 
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variety of finishes, such as marble- 
ized, wood-grain, and prime-coated, 
hard asbestos board to be painted. 


vvv 


257—Movable House 


The Holan Engineering Company, 
Elwood, Ind., announces the “Subur- 
ban,” a small prefabricated house 
that can easily be moved from place 
to place on a large truck or by at- 
taching wheels. It also is suitable for 
a guest house, resort cottage, tourist 
cabin, or as a home for construction 
crews or farm hands. The over-all 
length of the home is 25 feet. 


These houses have a drop-siding 
exterior, 15-year asbestos shingle 
roof, all-aluminum windows, large 
picture windows, triple insulation, 
and a removable undercarriage. 

The inside is furnished, even in- 
cluding drapes, with a choice of in- 
terior colors. Roomy clothes closets, a 
convenient kitchen, and birch cabi- 
nets and cupboards make each unit 
more like home. 


Yv¥v 


258—Glass Wall Tile 


The Pittsburgh Glass Tile Com- 
pany, 142 Isabella Street, Pittsburgh 
12, Pa., announces Le Verre tile, a 
new glass wall covering. 

Made of special alkali- and acid- 
resistant glass, the tile has a color 
coating placed next to the wall when 
the tile is cemented in position. This 
keeps the coating from fading, dis- 
coloration, or damage by abrasion. 
The eight colors are clear, rather 
than cloudy like some glass tiles. 

Le Verre tile comes in 8x4-foot 
sheets. It can be cut smaller with an 
ordinary glass cutter. 


vv 
259—Window Fan 


The Murray Company of Texas, 
Howell Mill Road, Atlanta, Ga., an- 
nounces two new window fans and 
two attic fans designed from results 
of an extensive research program. 


The 20-inch portable, home-in- 
stalled window fan has a direct- 
drive motor, several HP ratings, two- 
speed control, and sound dampening. 
The 24-inch model’s larger motor is 
belt-driven. 

The attic fans come in vertical- 
mount and horizontal-mount models. 


vv 
260—Lo-Dead Motor 


Dewalt, Inc., Lancaster, Pa., now 
uses a new Lo-Dead rise, direct- 
drive motor on certain models of its 
electrical saws. 

This new motor permits greater 
cutting depth. In one particular 
model it was increased 41 per cent 
without use of gear train or loss of 
power normal to a gear train. 

The motor is totally enclosed and 
fan-cooled. It has end brackets, end 
rings, and pressure-cast fan housing. 





-- order only 


what you need 
emiee 


Write for Literature 


and Prices Today 


4% 


METAL TRIMS, INC. 


BOX 1072, YOUNGSTOWN 1, OHIO 
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Wurdack pioneered in the development 

of silicones as a masonry water repellent back 
in 1946. CRYSTAL backs its claims for 
superiority with on-the-job performance. 

In Wurdack’s new, comprehensive manual you 
will find: 


Information about Silicones 

What CRYSTAL Is 

What CRYSTAL Does... including its 5 Way 
Protection... 1. Repelling water. 
2. Preventing efflorescence. 3. Retarding 
staining. 4. Protecting masonry joints. 
5. Safeguarding interior decorating. 

How CRYSTAL is Applied 

Where CRYSTAL Can Be Applied 

Where To Obtain CRYSTAL 


Some of these pages are filed in Sweets 1951 
Architectural and Engineering Services 
Catalog Z 


f ces it 

make gv? . root: \ WURDACK CHEMICAL CO. 

cleat: G re 4980 Fyler Ave., St. Lovis 9, Mo. 
mi 


Please send me information about CRYSTAL. 


nea a 


see our Type of Business. 


SWEET S FILE 
ARCHITEC TUR 


Address__ 


ANO ENGIMEE RING 
CHEMICAL COMPANY 
4980 Fyler Avenue St. Louis 9, Mo. 
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FACTORY DISPLAYS 


(From page 34) 


To see him or one of his staff 
making use of these sales aids in 
waiting on customers in the store 
more than substantiates his profit- 
able use of factory sales aids. 

It was a happy combination of 
experience and interests that gave 
birth to the Stewart-Hughes Lum- 
ber Company in 1946 and erected 
a residence-type structure for of- 
fice, salesroom, and partial ware- 
house use. Marshall Hughes had 
been on the road for eight years 
selling hardware for Sullivan, out 
of Greenville, and other firms. 

A call on Homer F. Stewart, a 
major lumber manufacturer and 
dealer in Six Mile, South Carolina, 
soon resulted in the profitable 
partnership. These two building 
material merchants subsequently 
trained a yard foreman so well in 
the business at Greenville that he 
was sent to Anderson, South Caro- 
lina, to open up a third branch in 
a three-way partnership. This one, 
opened in the fall of 49, is named 
the Stewart-Chapman Lumber 


Company and is located at 112 
East Mauldin Street in Anderson. 
Troy P. Chapman is the manager. 

As salesman for hardware job- 
bers, Hughes was required to in- 
troduce new posters, display 
stands, and merchandise ‘“demon- 
strators” to hardware, lumber, and 
building supply retailers. Hughes 
was convinced that these sales 
aids served good purposes, sO was 
naturally disappointed at the “cool 
reception” that most of them got. 
But when he opened his own build- 
ing materials store in partnership 

And he has—to his satisfaction 
with Lumberman Stewart, he de- 
termined to check the value of 
such things, and to the swelling of 
his firm’s sales volume and profits. 
In 1950 this Greenvilie company 
sold almost $450,000 worth of lum- 
ber and other materials. 

Where more than one materiai 
might be selected and used for a 
similar purpose, Hughes finds it 
pays to put the displays or “dem- 
onstrators” right alongside one an- 
other. Then the customer can see 
the differences and the salesman 
can clarify or emphasize them. 

Hughes warns other dealers and 





OAK FLOORING 


AT 


ITS BEST 


Lumber Industry Leads 


Dealers in lumber and other 
building materials turned in the 
biggest wad of state sales tax 
money in Florida for 1950, 

According to Comptroller C. M. 
Gay, the breakdown of receipts by 
types of business operators taking 
in levy from their customers 
showed that $5,355,438 came from 
building supply dealers. 


his sales staff, however, to be care- 
ful to do three things with these 
displays, posters, and demonstra- 
tors: 

1. Keep them clean. Dust ’em 
off at least once a week or often- 
er if dust and other matter stead- 
ily come in or move through the 
store, 

2. Be sure they are “the latest” 
and that they match items in stock 
or those that will be delivered to 
fill orders, Some manufacturers 
change “models,” styles, or sales 
appeals, so all should be checked. 

3. Try to show prices on sample 
displays. When prices are shown, 
be careful to keep them “current” 
—otherwise you might offend a 
customer in pulling a higher price 
on him after he has made his se- 
lection in line with his budget. 

Hughes attributes the successful 
growth and expansion of his com- 
pany not only to the silent sales 
aids furnished by manufacturers 
and to the tremendous homebuild- 
ing sellers’ market after World 
War II, but also to the way he and 
his staff have treated contractors 
and mechanics. 

“Their requests for credit and 
their payment of bills can not be 
handled or expected like depart- 
ment-store or furniture customers 


We are in a position to ship 
Oak Flooring with Air Dried 
Yellow Pine Boards. Also 
K. D. finish molding and all 


pattern stock in pool cars. 


are handled,” Hughes explains. 
“They are easy-going and not too 
budget-like, so they must be hand- 
led with patience. 

“Furthermore, you can not ex- 
pect to wait on them and push 
them in and out of your store like 
you might if you were selling groc- 
eries, drugs, or jewelry, They like 
to browze around and look over 
your stock and displays, both in 
the store and warehouse or shed. 
Then they like to be allowed to 
make up their own minds about 
what they will order. 

“Once they have found that you 
are honest in your pricing, fair in 
your dealings, and reliable in de- 
livering materials as needed, they'll 
come back for more and more of 
your goods! 


Block Flooring—634” and 9” 
to be laid in Mastic. 


HURTSBORO OAK FLOORING CO., INC. 


PLANT AT 


HURTSBORO, ALABAMA 
Phone 129 
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With the tremendous cut-back in new residential construction volume, 
it's wise to turn to the larger profit remodeling work. In both residential 
and commercial remodeling, Grani-lite Decorative Wallboard can be the 
lead product to clinch more sales for you. Having all the gleaming beauty 
of polished granite, Grani-lite is the newest in quality baked finish wallboard. 


4 MOST POPULAR PATTERNS Grani-lite has patterns and new color tones best suited for wall and 


ceiling refinishing and decoration. You get them all in this one line of 


TILE PATTERN STREAMLINE factory finished wallboard. Grani-lite is setting production and popularity 
PARALEL-LINE SMOOTH SURFACE records because it’s the first real improvement in over two decades. With 


the change to remodeling, don’t be caught short. Get established now as @ 


5 NEW COLOR TONES Grani-lite Dealer by contacting your Jobber immediately. 


MADE BY THE MAKERS OF WALL-LITE, SATIN-LITE AND LEATHERBORD 
@ SKY BLUE @ SEA GREEN 


@ APRICOT BLUSH @ DOVE GRAY 
@ MALTESE GRAY 





THIS NEW DEMONSTRATOR DISPLAY 


Helps You Sell More Jobs 


Here’s the Most Practical and Useful Floor 
Display Ever Developed for Wallboard Selling 





All the desirable elements of Display, Demonstrator and Sampling have 
been combined in this new style Wallace unit. Unique, sturdy construction 
allows for display of 20 Wallace panels. 








Because face panels of the upper and lower sections slide in and out, 
you can build a demonstration wall in miniature by sliding the desired 
color and pattern in place. All nine panels back of each face are staggered 








so that all colors and patterns are exposed as shown in photograph. The 
arrangement is simple to use by clerk or customer. 

All sample panels are 20 x 16 inches. Units are delivered loaded with 
the colors and patterns you desire in Wal-lite, Satin-lite, Grani-lite or 
Leatherbord. Two handy literature pockets are built in back of the Wallace 
trade mark. 


See your Jobber first about obtaining use of this fine unit. 
If not available from Jobber write direct to factory. 


Manufactured by... 


WALLACE MANUFACTURING CO.% 
10th and FAYETTE e NORTH KANSAS CITY, MO. 
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Reparesnirsnns ection 


INSTALLMENT PLAN 


(From page 35) 


gency that will be of utmost value 
in meeting changing conditions. 

In other words, we are going in- 
to this emergency much better pre- 
pared than we were in the last. 
We are forewarned and fore- 
armed. 

We have time to shift our gears 
before shortages become acute. 

But we have none_ of this 
precious time to waste. We must 
take stock of ourselves as well as 
of our yards, get our business in 
as liquid a condition as possible, 
and begin to think about a real 
merchandising program. 

We have a big job ahead to re- 
place sales volume for new con- 
struction with sales for repairs 
and remodeling, especially when 
we may not have what our cus- 
tomers want to buy. That selling 
job likely will be more difficult in 
small towns that will not be bene- 
fitted directly by rearmament pay- 
rolls and high employment. But, it 
is a job that must be done if we 


are to stay in business—and reap 
the benefits, we hope, of an event- 
ual peace. 

One way to do this is by in- 
stallment selling. I like to call it 
“third dimensional selling” be- 
cause it adds a third method to the 
usual sales procedures of the build- 
ing supply retailers. Most building 
supply dealers sell in two ways: 
(1) for cash, and (2) for credit 
which they carry on their own 
books, 

For one reason or another, they 
have not gone into the broad field 
of installment sales through a 
commercial credit organization or 
bank. But this may be their salva- 
tion in the days to come. 

If a dealer does not have an out- 
let for his credit paper, he should 
get busy at once and find one. His 
local banks may offer assistance, 
or he may use the facilities of an 
established commercial credit con- 
cern in his nearest large city. 

After this arrangement is made, 
it will be up to the individual deal- 
er to get out and sell the install- 
ment or budget plan. It has been 
amazing to me that more dealers 
have not done it before, par- 
ticularly since many of their com- 





A PROVEN WOOD PRESERVATIVE 
A PROVEN PROFIT-MAKER! 


DEALERS: 


Sell Celcure Wood Preservative ... 


and reap extra profits! 


Architects and Contractors every- 
where are specifying Celcure in all types 
of construction for the prevention of 
rot and termites. And ... you can de- 
pend on “walk-in” sales for home use 


from our national advertising. 


Be sure—of profits—with Celcure! 
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ship of Celcure Wood Preservative. Some Southern 
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petitors have been using the 
budget plan to increase sales. 

I have been in store after store, 
yard after yard, and never have I 
seen a sign inviting customers to 
use a budget plan. Most dealers 
just never bothered with it. 

Thousands of potential cus- 
tomers today may know but are 
not impressed with the fact that 
they can have their homes painted, 
their home fronts remodeled, the 
interiors improved, or rooms added 
—any or all on a monthly budget 
plan, 

Every fifth-grade child knows 
his parents bought the family car, 
the refrigerator, the washing ma- 
chine, and many other things on 
the installment plan. But few 
adults connect building supplies 
with installment buying. 

This is a fault of the dealers 
themselves. They have neglected 
to place budget plan signs in their 
stores, They have not even in- 
serted a one or two-line classified 
advertisement, “Ask About Our 
Budget Plan,” in their news- 
papers. The few who do have such 
a plan let their customers find it 
out the best way they can. 

I do not mean to be critical. I 
merely want to be helpful witha 
specific suggest‘on of what might 
be done to take up the slack in 
sales caused by the curtailment of 
new construction, 

The reduction of new construc- 
tion obviously is going to do two 
things: 

1. It is going to channel that 
money toward other merchandise. 

2. It is going to ease the labor 
supply in many communities, par- 
ticularly in communities without 
war industries where sales efforts 
on building supplies will be more 
necessary. 

Budget plans also will be help- 
ful in selling merchandise that the 
dealer will be able to get but 
which is not particularly vital to 
the customer. In other words, the 
value of a budget plan will be in 
proportion to its need for increas- 
ing sales. 

In the last few months I have 
noticed an increasing interest 
among dealers in the budget plan 
and in sales promotion. This is a 
good sign that they are realizing 
the necessity for real sales efforts 
before they get lost in the rush of 
competition for the public’s tax- 
shrunken wartime sales dollar. 

It is going to be a real challenge, 
but one in which we have an op- 
portunity to perform a real serv- 
ice for our customers and our na- 
tion. 
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Wherever beauty and good appearance are important factors— 


use Trinity White. It is the whitest white cement. It is a true 


portland cement that meets ASTM and Federal specifications. as white 


~ 


Trinity ision, General Portland Cement Co., 111 W. Monroe St., Chicago; 
Republic Bank Bldg., Dallas; 816 W. 5th St., Los 


305 Morgan St., Tampa; Volunteer Building, Chattanooga. as snow 
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FLORIDA 


ST. PETERSBURG: Employees of 
the Pinellas Lumber Company paid 
tribute to their company’s owners at 
the annual Christmas party. Done in 
various woods, portraits of the late 
John Hendrix Loughridge and of 
Thomas Lee Weaver, owners and 
partners, were presented. They are 
framed in mahogany with names en- 
graved below. Also framed was a 
scroll bearing the names of the 347 
employees. 


WILLISTON: The Burns Lumber 
Company is adding many lines of 
materials to their lumber stock to 
make the firm a complete retail 
building supply outlet. 


JACKSONVILLE: Marshall F. 
Howell has been reappointed to a 
three-year term on the board of the 
Jacksonville branch of the Federal 
Reserve Bank of Atlanta. Howell is a 
prominent lumberman here. 


HIALEAH: The Acme _ Building 
Supply Corporation has been grant- 
ed a charter to deal in lumber pro- 
ducts. 


MISSOURI 


CHARLESTON: A. A. Waggener 
has sold the Waggener Lumber Yard 
to Thomas White. The name has been 
changed to the Charleston Lumber 
and Supply Company. 


ST. CHARLES: Herman D. Meers, 


an employee of the Hackmann Lum- 
ber Company, recently celebrated his 
75th birthday by putting in a full day 
at the yard. He is a reliable player 
on the Men’s Club dartball team. 


ST. LOUIS: The Hill-Behan Lum- 
ber Company has purchased a five- 
acre tract at First Street and Pennsyl- 
vania Avenue. The land was boughi 
from the Baltimore and Ohio Rail- 
road as a site for a lumber yard. 


NEW MADRID: Robert Blom, of 
the Ralph Anderson Lumber Com- 
pany, was chairman of New Madrid’s 
Red Cross advance fund drive. 


LOCKWOOD: Jim Dustman has 
moved here from Poplar Bluff to 
manage the Meek Lumber Company. 
Mr. and Mrs. Meek have moved to 
Springfield. 


BRUNSWICK: Uriel Recob is now 
manager of the Porter Lumber Com- 
pany here. The yard recently was 
bought by the Hicks-Brown Lumber 
Company of Kansas City. 


MOBERLY: The Cross Lumber 
Company has a large new warehouse 
made of cement blocks and building 
tile. 








oln 
=. attic ventilation 
oe | . the 

~ right way is 


WIND-WAY 
VERTICAL 
DISCHARGE 


Lanchtouse 


PACKAGE 
FAN 


BECAUSE: 


It is designed to fit ANY type building EASILY 
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in any way, yet it moves the greatest amount of air 
quietly with absolutely NO noise or vibration 
WIND-WAY sells “on sight’ to people who recognize it 
as a simple, foolproof, superior fan 
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~ 531 St. Joseph St. New Orleans! 2, La. 
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MONETT: The Wilks Lumber 
Company opened for business here in 
December. Located at 105 Second 
Street, the new firm carries a com- 
plete line of building materials and 
appliances. 


KENTUCKY 


LEITCHFIELD: R. E. Lowrey, who 
served as president of the Graco 
Lumber Company since last April, re- 
cently bought the firm from the 
Grayson County Supply Company. 
Lowrey has been with Grayson for 
18 years. 


COVINGTON: Lee B. Keslar has 
joined the Weingarnter Lumber 
Company as a sales representative. 
He recently completed a_ training 
course in lumber and building ma- 
terials at Ohio State University. 


GEORGIA 


SAVANNAH: Ortell Collins was 
re-elected president of the Lumber- 
men’s Association of Savannah at 
their January monthly meeting. Col- 
lins is president of the Forest City 
Lumber Company. 


ATLANTA: L. C. Hart, Jr., has 
joined the West Lumber Company. 
He formerly was assistant director 
of the Georgia Forestry Commission. 
According to the director, Hart was 
responsible for raising the seedling 
production of the state’s three nurs- 
eries to record proportions. 


KANSAS 


ARKANSAS CITY: New manager 
of the A. C. Houston Lumber Com- 
pany is L. E. Helm... . The Comley 
Lumber Company, a pioneer busi- 
ness established here in 1884, has 
sold its local yard to the Comley- 
Neff Lumber Company of Wichita. 
Fred Bender continues to manage 
the firm. 


WELLINGTON: Kenneth W. 
Mitchell is now a director of the 
Chamber of Commerce here. He is 
owner of the Wellington Lumber and 
Supply Company, 


NEOSHO FALLS: The Muns Lum- 
ber and Hardware Company has 
opened a new store here. 


CHANUTE: Miss Enid Rinehart 
recently became the bride of Dick 
Ahring, who manages the Clark 
Lumber Company here. 


SALINA: D. L. Foote, former man- 
ager of the Salina Lumber Company, 
is now in Enid, Okla., as head of the 
Prague Lumber Company. 


MULLENVILLE: James Williams, 
former manager of the T. M. Deal 
Lumber Company, recently pur- 
chased the G. E. Baxter Plumbing 
Company in Stafford with his father. 


WICHITA: Founder Herbert W. 
Kessler, and his brother, Frank M. 
Kessler, entertained their employees 
recently with a dinner in honor of the 
25th anniversary of the Kessler Lum- 
ber and Supply Company. The Kess- 
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lers received gifts of engraved silver. 


HAYES: Nick A. Wasinger has 
been appointed manager of the Hard- 
man Lumber Company, following the 
death of former manager Paul Shu- 
man. Wasinger was Shuman’s assist- 
ant. 


STAFFORD: Harry Lewis has been 
transferred from Dodge City, where 
he was assistant manager, to the 
Stafford yard of the T. M. Deal Lum- 
ber Company. He succeeds Walt 
Koontz, Sr., as manager. Lewis’ fath- 
er also was manager of a lumber 
firm. 


KANSAS CITY: Burton D. Hamil- 
ton has been named head of the Kan- 
sas City division of the Long-Bell 
Lumber Company. Until his recent 
promotion, Hamilton was manager 
of the Enid, Okla., yard. He started 
with Long-Bell in 1923. 


WILSEY: Lewis Richardson has 
succeeded Fred Purvis as head of the 
Wilsey lumber yard. Purvis is now in 
Hope. 


NORTH CAROLINA 


SELMA: The Perry Lumber Com- 
pany now has a charter to deal in 
timber and lumber. 


HENDERSONVILLE: W. Glenn 
Nelson, Jr., has bought a one-third 
interest in the Rigby-Morrow Com- 
pany. The firm sells lumber, mill- 
work, and other building supplies. 


NEW BERN: The Horner Veneer 
Corporation has been granted a char- 
ter to sell timber and lumber pro- 
ducts. 


LOUISIANA 


ARCADIA: The H. R, Hayes Lum- 
ber Company recently held a “grand 
opening” at its new building at 108 
South Hazel street. The new build- 
ing contains over 8,000 square feet 
of floor space. 


SHREVEPORT: A. V. Zimmerman, 
international trustee of Kiwanis 
clubs and a partner in the J. A. Bent- 
ley Lumber Company of Alexandria, 
spoke here recently to the Kiwanis 
members. He said that “the American 
way of life needs protection now as it 
has never needed it before.” 


OKLAHOMA 


OKLAHOMA CITY: Paul K. Leon- 
hard, of the Chaffin Lumber Com- 
pany, has been named a director of 
the Oklahoma National Bank. 


SELMAN: The Home Lumber and 
Supply Company has disposed of its 
stock here and closed this branch. 
Melvin Miller, former manager of the 
Selman yard, is now in Holyrood. 


McALESTER: New manager of the 
McAlester division of the Long-Bell 
Lumber Company is Hugh Hennen. 
He replaced J. D. Davis, of Tulsa. 


MIDWEST CITY: The Long-Bell 
Lumber Company has opened a re- 
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tail store on Southeast 29th Street, 
at the site formerly occupied by the 
Barney Stewart yard. N. P. Chappell 
has moved here to manage the new 
store. 


CRESCENT: Harold Casey, former 
manager of the Crescent Lumber 
Company, is now in Salina, Kan., 
managing the Salina Lumber Com- 
pany. 


MARIETTA: The Bob Fraley Lum- 
ber Company recently celebrated its 
first birthday. Customers joined with 
the employees at an “open house.” 
Souvenirs were given. 


OKLAHOMA CITY: Leeroy Har- 
rison, who has been with the Barney 
Stewart Lumber Company for 12 
years, was recently promoted to 
sales manager. Ken Carpenter was 
made assistant sales manager. 


VINITA: The Shanahan-Parker 
Lumber Company has been granted 
a charter of incorporation. 


TENNESSEE 


MEMPHIS: A television set and 
other prizes were given to those at- 
tending the grand opening of the 
South Memphis Lumber Company, 
January 6. Formerly the J. W. Tapp 
Lumber Company, the company was 
reopened and renamed by Tapp, its 
young war veteran owner. 


MEMPHIS: Harold R. Ford has 
filled the newly-created office of 
vice-president of the Jordan Lumber 


Company. He formerly was sales 
manager. Herbert Jordan was made 
president, and Miss Elizabeth Wilson, 
secretary-treasurer. 


SOUTH CAROLINA 


SUMTER: The Sumter Millwork 
Company, which deals in lumber, 
millwork, and other lumber products, 
has been incorporated with capital 
stock listed at $50,000. 


ARKANSAS 


BENTONVILLE: Lumberman Jim 
Phelps has been elected president of 
the Bentonville Chamber of Com- 
merce. 


OSCEOLA: Darrell Crane has pur- 
chased the interests of D. S. Laney 
in the Crane-Laney Lumber Com- 
pany. The company name _ has 
dropped the “Laney” and Crane con- 
tinues to manage the firm. The 
Crane-Laney partnership lasted eight 
years. 


LITTLE ROCK: The Perma-Stone 
of Arkansas is the new name of the 
local branch of Ark-La-Tex, Inc, The 
company has opened in a new Office, 
at 1311 W. Capitol Avenue under the 
management of John Menasco. 


ALABAMA 


BIRMINGHAM: R. E. Smothers 
and C. J. Hickman have opened a 
new building supply firm here, the 
Acme Wrecking and Supply Com- 
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pany. Located at 3600 33rd Terrace, 
North, the company sells new and 
used plumbing materials, windows, 
doors, brick, lumber, roofing, and 
related items. ... Jack Yauger and 
Company has a new home at the 
— of 29th Street and 7th Avenue 
ut 


DECATUR: Willard Coleman has 
been named manager of the build- 
ing supply department of Pickens and 
Wright, hardware dealers. The com- 
pany name was changed recently 
from Pickens, Willingham, and 
Wright, following the purchase of 
Tom Willingham’s interest by Mrs. 
Rebecca Wright. 


TEXAS 


SNYDER: Two lumber families of 
western Texas were united recently 
when Bill Abell, manager of the local 
Fox Rig and Lumber Company, mar- 
ried Miss Amy Tripp, of the Tubb- 
Watt firm in Monahans. 


LUFKIN: B. M. E. Smith, lumber 
dealer here, is now a director of the 
Angelina County Chamber of Com- 
merce. 


EAGLE LAKE: The Alamo Lumber 
Company’s yard is being completely 
rebuilt. Justin Smith sold his lum- 
ber stock to the Alamo firm recently. 


GEORGETOWN: The _ Southside 
Lumber Company, recently opened 
here, features service “direct from 
the sawmill to the customer’s job.” 
Owners J. N. Thornton, Norman 
Schmidt, and Marvin Parker opened 
the new yard at the old site of the 
Parker Lumber Company at 1910 
South Austin Avenue. 


DENISON: T. B. Palmer, co-owner 
of the Denison Lumber Company 
with Jess Howell, has sold part of 
his interest in the firm to his son-in- 
law, J. V. Sanders. Sanders will play 
an active part in operating the busi- 
ness. 


HOUSTON: Eugene, Louis, and 
Consuelo Paredes have been granted 
a charter of incorporation to operate 
the North Shepherd Builders Supply 
Corporation. . . The Blalock-McCall 
Lumber Company, Ine., has filed 
articles with the Secretary of State to 
increase its authorized capital stock 
to $200,000. 


MISSISSIPPI 


KOSCIUSKO: T. V. Rone is now 
acting manager of the Ewart Lum- 
ber Company. He took over the ex- 
ecutive duties following the death of 
Wade H. Ewart, Sr. 


WILLIAM H. DICK, 78, prominent 
Memphis, Tenn., lumberman and 
pioneer in Mississippi River flood 
control, died January 12 at his home 
in Florida, He was once an owner of 
the Tallahatchie Lumber Company. 
He was a close friend of Senator 
Robert M. LaFollette, Sr., of Wis- 
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consin. In 1944, Dick returned to 
Wisconsin to campaign for the presi- 
dential candidacy of Thomas E. 
Dewey. Surviving him are his widow, 
three daughters, and six grand- 
children. 


CHARLES DAVENPORT WAILES, 
78, former president of the Lee Lum- 
ber Company in Memphis, Tenn., 
died January 16. He had been in the 
lumber business about 50 years and 
recently celebrated his golden wed- 
ding anniversary. He leaves a widow, 
two sons, two daughters, eight grand- 
children, and two great-grandsons. 


ARNOLD COLVIN, 55, manager of 
the Long-Bell Lumber Company in 
Bluff City, Kan., was killed recently 
when the car in which he was riding 
overturned. He is survived by his 
widow and son. 


CHARLES M. WARD, 76, office man- 


ager of the A. L. Scott Lumber Com- 
pany in Topeka, Kan., and member 
of the firm, died December 27. He 
was a member of the Elks, Masons 
and Shrine. He leaves a_ widow, 
daughter, granddaughter, and two 
great-grandchildren. 


W. H. EWART, partner and manager 
of the Ewart Lumber Company in 
Kosciusko, Miss., died December 22 
of a heart attack. He was prominent 
in the Presbyterian Church and 
Chamber of Commerce here. Sur- 
viving are his widow, son, and three 
grandchildren. 


GUY M. VARNELL, 60, died of a 
heart attack January 2. He was man- 
ager of the Hargis Lumber Company 
in Cleveland, Tenn. His widow, 
mother, daughter, son, and two 
grandsons survive him. 


A. E. SCOTT, 76, retired lumberman, 
died recently at his home in Carroll- 
ton, Ky. He formerly was a member 
of the Scott Brothers Lumber Com- 
pany in Carrollton, and was once as- 
sociated with the Home Lumber 
Company in Irvine. He leaves a 
widow, son, and daughter. 


JOHN V. HANCOCK, 68, former 
mayor of Monette, Ark., died Decem- 
ber 23. He operated a sawmill and 
later a lumber company. His wife 
and son survive him. 


WILLIAM T. KILLAM, 80, died 
December 26 after a two-year illness. 
He helped organize and was presi- 
dent of the Mirando Lumber and 
Supply Company in Corpus Christi, 
Tex. He leaves a widow, son, and 
daughter. 


WALTER G. STROMQUIST, 52, vice- 
president and general sales manager 
for the Masonite Corporation, Chica- 
go, Ill., died suddenly of a heart at- 
tack January 1. He joined Masonite 
in 1937 as assistant sales manager. 
Surviving him are his widow, moth- 
er, and two daughters. 


JOHN R. CATHEY, 71, president of 
the Cathey Lumber Company in 
Charlotte, N. C., died January 24. He 
had been active in the lumber busi- 
ness for 50 years and organized his 
own firm 30 years ago. Active in the 
Carolina Lumber and Building Sup- 
ply Association, he was a director for 
several terms. 


New Display Materials 
for “Paint Up” Drive 


The attractive, eye-catching 
window or counter display, seen 
at right, is one of many pro- 
motional pieces prepared for deal- 
er use during the 1951 “Clean Up - 
Paint Up - Fix Up” campaign. It 
is lithographed in eight colors. A 
cut-out space holds a can of the 
dealer’s favorite paint or varnish. 

Other posters, streamers, radio 
spot announcements, and news- 
paper ad mats are available. 

Information about promotional 
material can be obtained by writ- 
ing the National Clean Up - Paint 


Up - Fix Up Bureau, 1500 Rhode 
Island Avenue N. W., Washing- 
ton 5. D. C 
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WITH LIFETIME METAL 


( TRADEMARK) 


ALUMINUM DOUBLE HUNG WINDOWS 


are being used throughout the South and Southeast 


on all types of 


residential 


project construction 


YOU WILL SEE THEM EVERYWHERE YOU GO 


QUALITY APPROVED 


MEMBER ALUMINUM WINDOW MFRS. ASSN. 


METAL ARTS MANUFACTURING COMPANY, INC. 


P. O. BOX 4144 


ATLANTA, GA. 
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IT HAS EVERYTHING! 


SELLS ITSELF! 


HUNTINGTON 


SAFETY-STAIR 


; ALL STEEL LIFETIME 
NO COUNTERWEIGHTS 
NO SLIDES 


© EASY TO OPERATE 


SKID 
TREADS 
© STEEL 
HAND 
RAI 
¢ EVERYTHING 
BOLTED 
© CANNOT 
a BREAK 
2” © WEIGHS NO MORI 
if THAN Woop 
& LOWER COST 
© QUICKER wnsrattation 


“FASTER  rurnover 


Wi FHl3 
| jin : me (0515 


IGH by A 
asl 


Just | 20 


Eas y 7 Instructions 


IT'S SAFE AS STEEL! 
“Protects Life and Limb" 


SPACE 
SAVER 
requires 
only 
12" clearance 
in attic 


APART 


Minutes 


to Install 





























Write for further information 


HUNTINGTON INDUSTRIES, INC. 


2368 Prospect * Memphis, Tenn. 


86 








POWER TOOLS 


(From page 36) 


in modern building. The back of 
the model house is left open to 
show exactly, in miniature, the 
method of construction. 

The entire roof lifts off so that 
the interior construction can be 
observed, The front half of the 
house is finished and furnished 
with miniature furniture. The 
back half reveals the studding, 
wall materials, and insulation. 

The miniature house was built 
as an exhibit for the local annual 
fair, Bates and some of his men 
worked nights for several weeks to 
build it, using (you guessed it) 
those same power tools. When a 
customer asks just how he got the 
house built, Bates proudly points 
to the power saw, the drill press, 
the electric drill, the band saw, 
the planer, and says: 

“It was easy because we had the 
power tools to do it with, and you 
could do it easily yourself.” 

The prospective home remodeler 
is by far the greatest buyer of the 
Clark firm’s tools. 

The second best customer is the 
professional carpenter. His main 


purchase in power tools usually 1s 
a hand electric saw—and his sec- 
ond is a tilting arbor table saw. 

During the two years of Bates’ 
active promotion of home work- 
shop power tools, he has noted the 
jobs done most often with certain 
tools. 

One Clark customer built a de- 
tached garage. He bought an 
eight-inch tilting arbor saw in a 
larger, more expensive model, and 
a 44-inch jointer-planer. 

Another customer used his sev- 
en-inch tilting arbor saw to do 
some cabinet work and to put 
screens in the windows of his 
home. 

Still another customer remod- 
eled his entire attic into a usable 
room with an eight-inch tilting 
arbor saw and a _ belt-and-disc 
sander. And in every case, the 
Clark Lumber Company sold the 
entire bill of materials, 

Power saws sell four to one over 
other power tools. Clark’s slowest 
seller is the band saw. 

“One of the best features about 
selling a power tool,’ Bates added, 
“is that the customer almost al- 
ways comes back. He enjoys see- 
ing his own handiwork and wants 
to start another job as soon as his 
first is finished. 

“We have introduced many of 
our customers to a real hobby that 
affords them hours of fun. And 
each new job requires more of our 


” 


building supplies! 





ATLAS 7” TILTING 
ARBOR POWER SAW 


$43.25 


18” JIG SAW 
For wood, metals or 
plastic 


$46.75 








The Perfect Gift For “His” Work Shop... 
Power King Woodworking Tools 


12” WOOD LATHE 


Complete with belt and 
motor pulley 


$35.75 


CLAR 


PHONE 395 


BENCH DRILL 
PRESS 
With Jacobs chuck 
$46.75 








One of the Clark Lumber Company’s chief selling points for power 

tools is that they can be bought with money saved by the home-owner 

doing his own maintenance and remodeling jobs. The company has 

made workshop hobbyists of many Herington, Kan., citizens. Ads like 
this one are used as reminders. 
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OAK FLOORING 
(From page 32) 


Lumber received green is 
stacked in the yard and dried for 
90 to 120 days or until the moisture 
content is down to 20 per cent. 
Heavy-duty lift trucks—like Car- 
penter’s two 18,000-pound Ger- 
lingers and Hyster—are necessary 
for speedy, economical handling of 
the huge packages of. boards. 

The piles of air-dried lumber are 
run into the cross-circulation kilns, 
such as the five late-type Moores 
used by this mill, and left there 
until the moisture content lands 
between 5 and 7 per cent. Then the 
“bunks,” bearing three packages 
of well-dried boards, are wheeled 
out in the fireproof cooling shed 
for some 24 hours or until they 
have returned to room tempera- 


When a hole is full, the flooring 
is pulled at the other side by the 
crew in the bundling room. Here 
the flooring is bundled face to face 
and stamped as to grade, color, and 
length. 

Final inspection is made by the 
head grader. The flooring bundles 
are placed on buggies and carried 
to the warehouse. There they are 
put in various bins to be loaded 
out. 

The Carpenter warehouse has 
15 bins. Much flooring is loaded 
onto delivery trucks by gravity 
roller conveyors, but the majority 
of the shipments are by carload to 


all parts of the nation. This firm 
has space for six freight cars under 
shelter so that loading can be done 
in all sorts of weather. All dealers 
and users of oak flooring appre- 
ciate the necessity for keeping it 
dry and protecting its handsome 
surface from unnecessary rough- 
ness and exposure. 

Just fice and book work 
starts a supply of flooring through 
the mill, so does it conclude the op- 
eration w hen sey shipping tallies 
are checked, the invoices are made 
out, and the sates takes place. 

The modern machines in the 
Carpenter plant are individually 


as ol 








Tops EVERYTHING 


LOKTITE 


ture. 
In turn, the bunks are placed on 
the cable elevator—a labor-saving 


in ROOFING: 


device for putting the pile within 
reath of the rip-saw crew. This 
crew includes the stick and ele- 
vator man, the rip-sawyer, and the 
off-bearer. 

The ripped strips are put 
through the double surfacer. This 
operation permits defects to be 
seen and cut out before the lumber 
is run through the side matcher. 

Cross-mill conveyors move the 
hardwood to the side matchers, 
which machine the face, back, 
tongue and groove, hollow back, 
and then roll the brand-name on 
to the flooring. Before the lumber 
is machined, the rough knot-saw 
men cut principal defects from the 
strips. Each side-matching ma- 
chine has a complete finish knot 
saw, end matcher, and bundling 
crew behind it. 

A conveyor takes the flooring to 
the head end-matcher that grooves 
the end of the flooring, and then it 
goes on to the tail end-matcher 
that puts a tongue in the end. 

Now the flooring is ready for 
grading—the fastest job in the 
whole production cycle. The 
graders grade and mark the floor- 
ing for red or white specie with 
different colored crayons, They 
also watch for defects. Culled 
pieces are sent back on an over- 
head conveyor for another run 
through the mill. 

From the grader, the good floor- 
ing moves to the punch-rack table. 
Here women separate the flooring 
pieces by length and put them in 
the right “pigeon hole” for grade, 
length, and color. 
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only LOKTITE has all 3! 
When a product meets all of a cus- 


tomer’s requirements, and more— 
as LOKTITE does—sales follow as 


a matter of course. 


Be prepared to offer your customers 
the best. Take advantage now of 
Loktite’s exclusive, plus-value fea- 
tures to build greater roofing volume. 


WRITE or WIRE today for full de- 


tails about Loktite. 














BEAUTY 
Double Thick Butts 
cast interesting shad- 
ow patterns. Rich 
roof colors. 


SAFETY 
Exclusive double- 
lock device at each 
exposed corner. Safe 
from winds, storms. 


ECONOMY 

2 to 4 Thickness 

over entire roof as- 
sures longer life. Loktite’s larger 
shi:.zles cost less to apply. 


AMERICAN ASPHALT ROOF CORPORATION 


Membe 
* Eauis i Kansas City 3. Mo 


Clorw 7600 Truman Road 


Asphalt Rooting Industry Bureou 
Solt Lake City 10. Utah 


Texas 


st Sth 


Ft Worth 7 


1674 Beck 2316 We 
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When 
Windows 


come IN for gr 


Brand 
INSECT 


WIRE SCREENING 


There are good reasons why home- 
owners prefer Cortland Brand Wire 
Screening. For one thing, it makes a 
better looking screening job. For an- 
other, it gives dependable service. 


Popular Cortland Brand has been a 
favorite screening for over 75 years. 
It's ideal for doors, windows, porches 
and breezeways. Meets U.S. Depart- 
ment of Commerce, National Bureau 
of Standards’ specifications. In 18x14 
mesh, 24” to 48” widths, 100 linear 
foot rolls. Also available in 54”, 60”, 
ph and 72” widths in Bronze and 
Aluminum. 


VT Sick All Vnece 
Cortland GRAY-WICK 


Popular, all-purpose wire screening 
— doubly protected against corro- 
sion by electro-zinc galvanizing and 
“glare-proofed'’, enameled finish. 


foeyaat litem 1.40), V4 - 


Rust-resistant, unaffected by weather, 
salt air, acids or gases. Stronger, 
longer-lasting than copper screening. 
Bright or dark bronze “antique” finish. 


Cortland ALUMINUM 


Made of full gauge Alclad aluminum 
wire that won't rust or stain. Extra 
strong. Only ' as heavy as steel in- 
sect wire screening. 


WB) 


BRAND 


HARDWARE CLOTH * NAILS & BRADS 
POULTRY NETTING 


WICKWIRE BROTHERS, INC. 


CORTLAND, N. Y. 





Discussing plans for locally advertising Carpenter oak flooring in the 


above picture are G. 


M. Carpenter, G. W. Carpenter, and M. Faraday. G. 


W. Carpenter, seated, is president of the Hightower Box and Tank Com- 

pany and of the Carpenter Oak Flooring Company in Birmingham, Ala. 

Gilbert Carpeter is vice-president of both firms. Faraday is advertising 

manager of the Birmingham News. The office is paneled in white oak 

and the adjoining office is finished in red oak, all run in the firm’s 
modern wood trim mill. 


motored for quick, economical use. 
They are connected by ducts to a 
central sawdust blower system. 
They are lighted by engineered 
fluorescent fixtures. The floors are 
concrete-surfaced, The buildings 
are made fireproof with sprinklers. 

Conscientious manufacturers 


maintain a high standard of pro- 
duction throughout the conversion 
of hardwood into flooring, no mat- 
ter how strong the demand and 
short the supply. They also use the 
most modern and best equipment 
for the convenience of employees 
and for quality of production. 





Northern Flooring Shipments Set Records 


Shipments of Northern hard 
maple, beech, and birch flooring in 
1950 totaled 65,966,000 feet, an in- 
crease of 34 per cent over 1949, ac- 
cording to L. M. Clady, secretary- 
manager of the Maple Flooring 
Manufacturers Association. Clady 
said 1950 shipments were the 


highest since 1942, topping tne in- 
dustrial building boom year of 
1948 by 7,513,000 feet. 

These figures were reported by 
both member and non-member 
mills, who produce approximately 
95 per cent of all Northern hard- 
wood flooring used in the U. S. 





Heatilator Fireplace Units 
Bennett Ireland Dampers 
Truscon Steel Windows 
Miami Awning Type Windows 
Bavar Screen Door Grilles 
Union Aluminum Windows 


DEPT. W, 2109 HUTCHISON AVE. 





LUMBER — CABINET SHOP — BUILDING SUPPLY DEALERS 
re a a 
HARDWARE & SPECIALTY CO. 


YOUR DISTRIBUTOR FOR 


WRITE FOR OUR GENERAL CATALOG 
TEL. 6-3671 


Knape & Vogt Fixture Hardware 
Tel-O-Post 

Weslock Locksets 

Decorite Metal Moulding 
Amerock Cabinet Hardware 


CHARLOTTE, NO. CAR. 
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Southlawn Housing Project, Milwaukee. Architects: Ralph E. Schaefer, Frederick J. 
Schweitzer, George G. Schneider, Walter M. Trapp, Fritz von Grossmann. Contractor: 
Kroening Eng. Co., Milwaukee. 


, R-V-LITE © 
All-Purpose 
WINDOW MATERIAL 
Goes GM-Out to 
Sell Your 
Customers 


For Cou-cost housing projects, t =F DIO 

“Thrifty Third” grade Northern Hard 

Maple is the ideal floor. No other type of W! 
2 


ae ADVERTISUT 


announce 
rm arkets 
ers 


pot 


economy flooring offers equal advantages eg s 


of time-proved durability, low mainte ents in majo jisten 
15 
nance, and warm “homey” beauty ! cea millions of 
s! 
customer 
Maple Flooring Manufacturers Assn. . yous 


Suite 556,35 E. Wacker Drive, Chicago 
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FLOOR WITH ail #~ HARD MAPLE * RTISING 
NO BEECH AND BURCH h ADVERT in, leading 





USE YOUR ATTIC 
FOR EXTRA ROOM 


EASY HANDLING — 


FAST SELLING — a 
Myer-Lee Folding Seen ne 


siarway comes Tos THESE SALES HELPS 


all-in-one pack 
with actual 


+ Waimea 


age easy for folders 
dealers to handle 7 Consumer 
and easy tor R-V- -LIT 
builders to install z o¢ disp 
counter 
in 30 minutes : @ 3-color 
after well apes { ‘a Easeled window ¢ 
lete an 4 


E swatc hes 
s with booklets 


jisplay cards and 


SHIPPING WT. 85 18S \ s — panners 
APPROVED BY FHA structions fur - rful store at 
PATENT NO : | @ Colo Floor Merchandising 
2506380 - your e Roll ¢ apacity © aominal cost wit 


ORDER Fixture avail seen No. R-V 5 550-D 


\ Special Asso 
{ YOUR BUILDER-OWNER VO FROM for RVAITE never — 
CUSTOMERS * YOUR the season fOr Oy EVERY PREFER 


8 are you looking for the Foldaway JOBBER There's © type ypGeT 
space-saving stairway for economical E FIT EVERY B 
installation in the big new home build- ENCE, 

ing and remodeling program! With “space” at a premium in all building and 
remodeling jobs today — this disappearing stairway holds many uses-and many 
sales for you! Transforms attics into extra bedrooms, dens, storage space and 
other uses FOLDAWAY stairway disappears completely into attic, leaving 
only fine finished panel lying horizontally in the ceiling 


Up WRITE FOR COMPLETE DEALER INFORMATION. Exclusive Manufacture 
FOLDAWAY STAIRWAY COMPANY, INC. Arvey, CORPORATION 


813 SEABOARD STREET PORTSMOUTH, VA. 
Ye NORTH KIMBALL AVENUE « 





7 


FEBRUARY, 195! . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 











PRECISION 


folding stairway 


NO SPRINGS 
NO ADJUSTMENTS 


SIMPLE AND EASY TO OPERATE © 
A slight pull of the cord and the 
cleverly engineered counter weights 
silently ease the stairway into down 
position. The same counter weights 
return the stairway to its up position 
with equal ease. 

RUGGED AND STRONG 
Construction of No. | kiln dried poplar 
throughout. Brackets and rocker arms 
made of cast aluminum, hinges of cast 
brass. Trim is not furnished. All parts 
are numbered and_ interchangeable. 
Frame is made to fit 26" x 54" open- 
ing in ceiling. 

INSULATED 
Panel is insulated with Cellufoam and 
protected with tough chip board. 

SAFETY TREAD 
Each step is covered with regular run- 
ning-board composition safety treads. 
Adds to appearance as well as safety. 

FITS ALL CEILINGS 
The stairway fits any ceiling from 7 feet 
to 9 feet, 9 inches figured from finished 
floor to finished ceiling. Runners are 
graduated to facilitate cutting off at 
different heights. Two standard sizes: 
8' 9" fits from 7' to 8' 9" ceiling, 9 9" 
fits from 8' 9" to 9° 9" ceiling. 

REQUIRES NO ATTIC SPACE 
Full height above attic floor is only 36". 
Folds completely into 26" x 54" open- 
ing in ceiling. 

SHIPPED IN 1 PACKAGE 
Precision Stairways are packed com- 
pletely in one heavy carton, assembled 
and ready for installation, which offers 
a considerable savings over other attic 
stairways. Shipping weight 125 pounds. 
Sold by more than 12,000 dealers in 
U.S.A. and Canada. 

For complete information write us today 


Manvfactured by 
PRECISION PARTS CORP. 


Nashville 7, Tennessee 





DIXIE MANSION 
(From page 41) 


woodwork shop, It is equipped 
with jointer-saw, shaper, and 
radial saw for making odd sizes of 
plain millwork, 

With an open yard alley 200 feet 
long and 100 feet wide, congestion 
is avoided during the loading and 
unloading of several Leary trucks 
at a time. Heavy lumber may be 
unloaded in the framing yard first 
and lighter materials carried back 
to the rear for unloading. Big 
doorways for the 7x8-foot sliding 
doors readily permit the passage 
of lumber. 

Pleased to give its many cus- 
tomers within a 25-mile radius— 
from Alexandria, 17 miles north, 
to Fredericksburg, 30 miles south 
—whatever building materials or 
construction advice they have at 
their command, the Leary Lumber 
Company offers a customer ac- 
commodation service. Any size or 
length of lumber is sold to the 
small home-owner who wants to 
make some repairs. Homebuilding 
estimates are given without 
charge. Advice is given on how to 
proceed. 

The Leary Lumber Company 
does little advertising outside of 
the Yellow Classified Directory of 
the telephone book. Twice a year 
by direct-mail, credit customers 


receive a bulletin or folder on 
specials in paints, hardware, or 
kitchen cabinets. 

“But mostly we count on our 
old, steady customers to tell others 
of our good service and competi- 
tive prices,” Leary said. 

And by old customers he meant 
some who had stuck by the Leary 
Lumber Company from the days 
prior to 1948 when it was located 
at Occoquan in a three-story old 
building in which Gordon Leary 
shared half interest with his 
father. 


Information Protected 


Secretary of Commerce Charles 
Sawyer has announced the estab- 
lishment of a service in his depart- 
ment to help the public to guard 
against release of technological in- 
formation that would endanger 
national security. 

The service will provide a cen- 
tral place to which state and local 
officials and businessmen may 
write for guidance as to whether 
information is subject to formal 
security regulations. Voluntary 
public guardianship is invited over 
such data as advanced industrial 
developments, production “know 
how,” strategic equipment. 

Inquiries may be addressed to 
the Office of Technical Services, 
U. S. Department of Commerce, 
Washington 25, D. C. 








FOR SALE 


LAGUNA BEACH, FLA. Two-story 
home built 2 years ago, corner lot fac- 
ing highway and beach, concrete wall 
around property, modernistic trend 
Will trade for lumber. Address inqui- 
ries to P. O. Box 1449, Birmingham, 
Alabama 


WANTED 


Experienced estimator and inside sales 
man capable handling retail sales. Send 
trade and character references with ap 
plication 


W. C. Powell Lumber Company, Overton, Texas 








FOR SALE 


tbocsen eg building supply business in 
Nationally known lines. Trade area eee 
hun ae twenty-five thousand within forty mi 
Five-car trackage. tego Equipment, $32,500. 00 
plus Inventory, some terms. Owner has other in- 
terest ox 19, SOUTHERN BUILDING 8UP- 
PLIES, 806 Peachtree St. ..E., Atlanta 5, Ga 


South 








WANTED 


Experienced Biller and Detailer ca- 
pable of Billing and Supervising pro- 
duction in Special Millwork Plant em- 
ploying about thirty mechanics, lo- 
cated in Knoxville, Tenn. 


If you can qualify for this permanent 
position please give brief outline of 
your qualifications with three refer- 
ences, including last employer. 


FARRAGUT LUMBER COMPANY 
P. O. Box 2266 


Knoxville, Tennessee 








FOR SALE 


Old established lumber, custom mill- 
work and building supplies plant in 
Louisville, Kentucky. Completely 
equipped with all modern machines, 
electrically driven. Plant now operat- 
ing. Large number of uncompleted 
contracts on hand. Sales for 1950 ap- 
proximately $700,000.00. Will sell as 
going business or liquidate inventory 
and accounts receivable; sell plant 
and equipment separately. Plant cov- 
ers plat 195 by 225 feet, largely two 
floors, on private railroad switch. All 
under one roof. Approximately 70,000 
square feet floor space. Main stock- 
holder has other interests and has 
reached age where he wishes to re- 
tire. Very favorable terms to reliable 
parties. If her tate will give full 
particulars on reque Address Box 
No. 21, SOU THERN Nt ee 
SUPPLIES, 806 Peachtree St., N.E 
Atlanta 5, Georgia. 
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FEW OLD ACCOUNTS 


(From page 37) 


letter when you could talk to him 
personally. If we want to eliminate 
a customer from our books, a letter 
is written and we find that 99 
times out of 100 it will be the last 
time that he will try to do business 
with our company. You can ac- 
complish so much more in a per- 
sonal talk, particularly after you 
find out why a bill has not been 
paid.” 

Such friendly telephone calls 
get results from another 25 per 
cent of the unpaid accounts with- 
in two or three days, so that only 
one-fourth of the Devlin accounts 
are delinquent. Devlin makes a 
personal contact with these cus- 
tomers. He drops by the offices of 
the builders and contractors who 
are more than two weeks late in 
paying. When they have gone over 
the circumstances in an easy, in- 
formal way, Devlin collects an- 
other 10 to 15 per cent of his un- 
paid accounts. 

“T could get our unpaid balance 
down to about 2 per cent each 
month if I were to press for my 
money, but I know it is helpful to 
certain people to be able to wait. 
They’ve got money tied up and 
can not get it out in a hurry. I 
know their accounts are good and 
so allow that small group to pay 
when it is easier for them to.” 

Only one account in Devlin’s 


operations has proved trouble- 
some. A builder whose credit was 
not thoroughly investigated failed 
to pay within a reasonable time. 
The account ultimately was turned 
over to an attorney for collection. 


New Lone Star Steei 
Plant to Make Pipe 


The Lone Star Steel Company 
has started construction of a new 
completely integrated steel mill 
near Dallas, Tex. It is being built 
with a government loan of $73,- 
425,201. 

The new plant will help supply 
the unfulfilled demand within 
Texas and adjoining states for 
tubular products, chiefly for oil 
country use and related require- 
ments, according to Lone Star of- 
ficials. They estimate that the 
steel plant will be able to turn out 
about 500,000 tons of steel ingots, 
from which 350,000 tons of welded 
steel pipe can be furnished. The 
pipe will be made in diameters 
from 2 to 16 inches. 

According to Lone Star, the new 
plant will be the “tightest knit’ 
operation of its kind in the world. 

Iron ore is mined within sight 
of the blast furnace. Coal is pro- 
duced in company mines only 200 
miles from the plant site. Con- 
sumption of a major portion of the 
company’s production is expected 
to occur within a radius of 300 
miles of the plant. 


ITEMIZED SYSTEM 


(From page 28) 

know the most practical and eco- 
nomical methods of handling ma- 
terials and building. 

“Fifth, the estimator must have 
the knowledge and ability to fig- 
ure the assembling of materials 
into workable units, such as a 
complete wall 

“Sixth, he must have a good idea 
of the productivity of labor at the 
several building tasks and be able 
to convert them into money esti- 
mates. 

“Lastly, and not the least im- 
portant, the good estimator should 
be endowed with a _ superior 
amount of common sense.” 

The type and volume of con- 
struction done by the Daniel Lum- 
ber Company shifted considerably 
in 1950 from that completed. the 
year before. In 1949 the firm’s 
construction volume was approxi- 
mately two-thirds commercial and 
institution construction and one- 
third residential. Last year resi- 
dences constituted two-thirds of the 
construction volume, and commer- 
cial and institutional jobs the other 
third. 

In 1950 the Daniel Lumber Com- 
pany constructed 31 individualized 
residences, ranging in price from 
7,500 to $78,000. They also built a 
packing plant, health clinic, tele- 
phone building, two church build- 
ings, auto sales building, bathhouse 





more and more IT PAYS TO SELL 








FOR more and more 
CONSTRUCTION AND 
FARM USES 


© San Francisco 5, Calif. 


PROTECTIVE PAPERS 


There's steady profit for you every month because there’s a protec- 
tion use for SISALKRAFT to cover any situation. Finest in quality; 
economical in cost. Write for merchandising help! 


THE SISALKRAFT co., Dept. SB-2, 205 W. Wacker Drive e CHICAGO 6, ULL. © New York 17, N. Y. 


Nationally Aduertised 








MARVEL SCREEN RACKS 


- . - POR STORES WHERE SCREEN SALES DEMAND A LARGE VARIETY OF SIZES 


It represents the most up-to-date, efficient method of displaying and selling Screen Wire. It 
Saves Time of both dealer and customer; avoids mistakes in cutting, and prominently displays 
your Complete Stock of Screen-wire cloth. Over 50,000 sold. 


It is especially indicated where screen sales demand a large variety of sizes, and 
where Two Kinds of 12 sizes of wire cloth are sold by the dealer. 


The model shown is equipped with a cutter, winder and automatic measuring device on BOTH 
SIDES. The rack is mounted on casters so that it can be moved easily to the front of the store 
during the active selling season. Wire can be measured and cut from any roll in the rack 
without removing roll from rack. 

8 MODELS TO CHOOSE FROM. WRITE FOR CATALOG TODAY, 

SHOWING ALL MODELS FROM ONE ROLL TO 24 ROLLS. 


MARVEL RACK MFG. CO. 24 North First St., Minneapolis, Minn, U. S. A. 
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WEL-BILT FOLD-A-WAY 
STAIRWAY 


SMALL HOMES 


¢ ADDS EXTRA ROOM AT 
SMALL COST 


\ BILT STAIRWAY. Wasted attic 
space can be easily converted 
inte valuable storage space, 


Wel-Bilt Stairways 
come assembled. 

ARE easy to 
install at little ex- 
pense, and easy to 
operate. 











SOLD BY LEADING DISTRIBUTORS 
FROM COAST TO COAST 
Manufactured by 
THE WEL-BILT PRODUCTS 
COMPANY 
P. O. Box #95 


Memphis, Tennessee 








NO PALLETS T0 BUY 


WILL NOT TEAR 
PAPER SACKS 


THE HOPKINS BAG TRUCK 


@ Will save Money, Time and Backaches 


e will — up 5 to 7 s of cement in 

less time than it takes to die one bag. 
When cement Is handled the Hopkins way it is 
unnecessary to hand lift a sack of cement ex- 
cept in the box car. Built to last a lifetime. 
Sixty-inch hardwood handles, 
roller bearing wheels and 
solid rubber tires. Satisfac- 
tion guaranteed. 


Send your orders te 


Hopkins Lumber Co. 


Memphis, Missouri 


Price $33.50 
f.0.b. 


.0.b. 
Memphis. Mo. 





and recreational building, and two 
store buildings. 

In previous years, this LaGrange 
contracting and supply firm made 
quite a record in building village 
houses for textile mills. These 
projects have included 100 houses 
for Dunson Mills in LaGrange in 
1925; 197 houses for the Goodyear 
Clearwater Mills at Cedartown, 
Ga., 1926; 240 houses in Tallassee, 
Ala., in 1930, and 65 houses for 
Shannon Mills near Rome in 1935. 

Since the Daniel Lumber Com- 
pany established its general con- 
tracting department in 1924 to 
meet the building needs of the pub- 
lic and to protect its materials 
markets, the firm has built dozens 
of churches, factories, hospitals, 
and stores, as well as hundreds otf 
homes. But the most famous un- 
dertaking was the erection of the 
“Little White House” at Warra 
Springs, Ga. 

On the walnut-paneled wall of 
President Alton Daniel is a letter 
bearing the signature of Franklin 
D. Roosevelt. It was written in 
1932 when he was still governor of 
the State of New York, and i 
reads: 


nd 


f 
F vlan Rion Ae 


Alton Daniel and his brothers 
emphasize that this historic struc- 
ture at Warm Springs, as well as 
all the others on which they have 
bid and which they have erected, 
were all contracted for on the basis 
of itemized estimates of material 
and labor costs. 

With his father, for whom he 
was named, Alton Daniel bought 
out his uncle’s share in the Daniel 
Lumber Company in 1924 and be- 
came secretary-treasurer. When his 
father died in 1934, Alton was 
elected president and general man- 
ager. 

Three of his brothers have since 
joined the firm and comprise its 
officers. They include Jeff S. Dan- 
iel, vice-president in charge of 


construction; Allen Daniel, vice- 
president and construction engi- 
neer, and Claude Daniel, secretary 
and treasurer. 

During World War II, Jeff and 
Allen served in the U. S. Air Corps, 
each attaining the rank of captain. 
The Daniel Lumber Company built 
many barracks and other struc- 
tures at Camp Stewart and at Har- 
ris Neck Air Base near Brunswick, 
Georgia. 

The firm stands ready now to er.- 
gage in construction for national 
defense purposes, and is checking 
all projects for which they may 
feel qualified to bid. Meanwhile, 
the Daniels are keeping full stocks 
of lumber, millwork, paints, floor 
coverings, other building materials 
and electric appliances, for the res- 
idences they expect to build or to 
supply during 1951. 

The Daniel Lumber Company 
has its own lumber and millwork 
manufacturing plants and facili- 
ties, including eight portable saw- 
mills. In all departments except 
the sawmills, the company em- 
ploys over 150 persons. And all of 
these know the Daniel brothers, 
for they not only own the business 
—they take part in its ongoing, day 
in and day out. 








ORDER YOUR SUPPLY 


VENTILATORS 


Get these pure Pig Iron Ventilators to 
fill future requirements NOW—later 
deliveries may be slow. Standard 
8''xl6" size. Weight 4 Ibs. each. Take 
advantage of the EXTRA profit pos- 
sibilities. Get your order in, today! 


SPECIAL PRICE —— 
Lots of 100 to 1000 


Lots of 1000 or more 
Prices F.O.B. Foundry 


42¢ ea. 











For increased profit and sales, write us 
for information about Ornamental Iron 
Columns, Railings and Brackets you can 
sell from stock! 


TENNESSEE FABRICATING CO. 


1490 GRIMES ST © MEMPHIS, TENN 
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| Loncview Lime CornporaATION 


AL ABABA 








SINCE 
1874 


PREFERRED BY 


STRICT USERS 











rs. . vr . ee 
 ANew 
DING DOOR UNIT 
ee 





SAVES FLOOR SPACE | 





NEW SILENT OPERATION. 





ELIMINATES 
SWINGING DOORS 








th 5- OUTSTANDING TT 


1. Solid brass, ball bearing, special DOOR HANGERS, operating on 
aluminum track, permit height adjustment without removing door. 

2. Exclusive STABILIZING FIXTURE, operating in bottom door rail, 
prevents rattles and assure easy, silent sliding. 

3. Slotted ESCUTCHEON PLATE at bottom closing edge of door 
interlocks with RUBBER DOOR GUIDE on closing jamb. Assures 
rigidly closed door and prevents door edges from striking stops. 

SEE YOUR LUMBER DEALER 
HUTTIG SASH & DOOR CO., ST. LOUIS, MO. 


Charlotte, N. C. © Dallas, Texas * Knoxville, Tenn. ¢ Miami, Fla. « Columbus, 
Ohio © Jacksonville, Fla. © Louisville, Ky. ¢ R ‘a. e Birmingh Sa: 
& Door Co., Birmingh Ala. © Memphis Sash & Door Co., Memphis, Tenn. 














keep your EYE 
on: clean, 


Liety V0 hietdllle 


profitable 


White for a copy of: 


Merchandising Plan 
for selling Wolmanized 
Pressure-Treated 
Lumber. It's 

a profit- 

builder. 


Xe 


ey 
= 


s 
American Lumber 
. 
& Treating Co. 
1681 Mc Cormick Bidg., Chicago 4, Ill. 
Branch Offices in Boston, New York, Baltimore, 
lle, Fla., Little Rock, Ark., Los Angeles, 
San Francisco and Portland, Ore. 


anized is a registered trademark of 
American Lumber & Treating Co. 














When You Write to 
Advertisers in 
This Magazine 


TELL THEM 
You Read About It in 


SOUTHERN BUILDING SUPPLIES 














GIVES SIDING JOBS IMPROVED 
PROTECTION AND APPEARANCE 


On every Asbestos Siding 
Job, where appearance is es- 
sential, you can save valu- 
able time, simplify fitting at 
corners and along window 
and door frames, give added 
protection, by using individ- 
ual zine corner stri con 
Made of oxidized zinc .. . 
will not stain. Lengths suit- 
able for any Asbestos Siding 
Shingle. For complete details 
write 


BUGHER MANUFACTURING CO. 


211 S. Main St. Kokomo, iad. 
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more than ever 


CONSUMERS 
DEMAND 
QUALITY 


SELL PROVEN, 
LONG-LASTING QUALITY 


recommend 


difference—at the point of 
sale, and through the years 
thereafter in trouble - free 
service. REED Wind-O-Vent 
Fans feature ease of installa- 
tion, good looks, powerful 
air delivery, quietness—and 
there’s a size to fit every home. 
Sell quality—sell REED! 





Ventilation fan engineering know- 
how helped develop this “lay-down”’ 
type REED Attic Fan—in answer to 
consumer demand. All the REED 
features: dependability, quietness, 
power, trouble-free service, and of 
course, sizes to fit all requirements. 


This year, more than ever, sell proven, lasting 
quality—recommend REED for every type of 
fan installation. REED window, attic, portable 
floor fans and industrial types have the stamp 
of proven service on their label. 


Dealerships open in certain localities. Extensive 
advertising cooperation. 


REED UNIT-FANS, INC. 

1001 St. Charles Ave. 

New Orleans 8, La. 

Please send me catalogs, prices and other 
information about Reed Fans. 

Name 

Address 

City- ____State 
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A & F Tileboard Co 

Adams Rite Mfg. Co 
Advertising Council, Ine 

Air Control Products, Ine 

Ajax Hardware Ffg. Corp 

Aillied Building Credits, Ine 
Allith Prouty, Ine i 
Aluminum Go. of Ame: rica 
American Asphalt Roof Corp 
American Celeure Wood Preserving Corp. 
American Lumber & Treating Co. . 
Anthony Truck Co ae 
Armstrong Co., Th 

Arvey Corp 

Asbestone Corp 

Asbestos Co. of Texas, The 
Associated Plywood Mills 


B & T Metals Co 

Barclay Mfg. Co — 
Barrett Div. (Allied Chemie ‘al & Dy 
Belikool Co 

Bessler Disappe aring 

Biglin Co c.% 

Bugher Mfg. Co 


Cc 


C & H Air Cond. Fan Co 

Cameron & Co., Wm 

Celotex Corp., The : ° 

Chicopee Mfg. Corp. . ; ...Back Cover. 
Circulators & Devices, Ine * 
Coffman Co., R. G. ..... 

Colonial Cedar Co 

Cumberland ~ heel Wanent Co. 


D 


Davis Co., H. B . 
Decatur Iron & Steel Co 
Decorite. Ine 

Delph Hardware. and Speci alty Co 
Donley Bros. Co 

Douglas Fir Plywood “Asso 


F 


Falls Stamping & Welding Co 
Farragut Lumber Co ‘ 
Fawsco Mfg. Co 
Fir Door Institute 
Fletcher-Terry Co 
Flintkote Co 


Foldaway Stairway Co 


G 


Gate City Sash & Door Co 

Georgia-Pacific Ply wood & L umber r “Co 
Getty & Co., Ine “s 
Grand Rapids Reaiehes Co 

Grote Mfg. Co ne 


H 


Hager & Sons Hinge Mfg. Co 
Heatilator, Ine. 

Hermitage Portland Cement 
Homasote Co 

Hopkins Lumber Co. aise 
Hunter Fan & Ventilating Co 
Huntington Industries, Inc . 
Hurtsboro Oak Flooring Co 
Huttig Sash & Door Co 


Ideal Cabinet 
Ideal Hanger Co 
Insulite Div, Minnesota & Ontario P aper Co 


J 


Johns-Manville, Ine. 


K 


Kimt berks Clark Corp 
Kne orp 


L 


Leslie Welding Co. ... 
Libbey-Owens-Ford Glass Co 
Lockport Cotton Batting Co 
Longview Lime Corp 


Corp) 


5 
Inside Back Cover 
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; Better Get Your ANCO 


~ PALLET TRUCK 


NOW! 


Guard against man-power 
and material shortage 
a 
CUTS COST OF 
MATERIALS HANDLING 
IN HALF 


o 
Now! One man does the work 
of two—with half the effort! 
s 
The improved ANCO Pallet 
Truck handles twice the 
Tilt slightly forward and ANCO bagged materials, rock lath 
rolls under the pallet easily. and shingles in half the 
| See ~~ time. It’s designed espe- 
cially to ROLL under the 
pallet on NOSE-PLATE 
wheels, Palletize your ma- 
terials and save half the 
work —and cost. 


10 DAYS FREE TRIAL 

Test this money-saving 
. ANCO Pallet Truck in your 

own plant for 10 days. 

Write today for details— 

while trucks are still avail- 

able and before prices ad- 
fF vance. 


ANTHONY 
A moderate pull-back on handles TRUCK COMPANY 


—ANCO is loaded—ready to go. P. O. Box 375, Paducah, Kentucky 

















BESSLER 
THE QUALITY DISAPPEARING STAIRWAY 


Extensively used 
throughout the 
United States. 


Adds sales appeal 
and extra value 
to any home. 


The panel is the 
only part visible 
when the stair- 
way is closed. 


The metal parts 
are all made of 
pressed steel. 
Each stairway is 
packed with com- 
installation 
nstructions. 
Our 35 years of 
experience in the 
disappearing 
stairway field are 
at your service. 


Write today for literature 
and details. 


THE BESSLER DISAPPEARING STAIRWAY CO. 
1900 E. Market S#. Akron 5, Ohio 














PACKED WITH SOLID SALES APPEAL! 


The Here's glamor plus convenience 
for your customers! Combine the 
two and you have the IDEAL 
Kitchen ... a millwork triumph of 
solid sales appeal. Now's the time 
> get your a ot profits to 
these fast-selling IDEAL Kitchens, 

KITCHEN designed for discriminating home 


owners. 
l 





ASK YOUR JOBBER 
ABOUT IDEAL KITCHENS 


Manufactured by 
IDEAL COMPANY, WACO, TEXAS 











For Quality and Long Life 
DONLEY Corten Steel 
Fireplace DAMPERS 


Corten steel is a celebrated U. S. Steel product, with 4 to 6 
times the corrosion resistance of ordinary open hearth steel, 
with greater tensile strength. Hence we chose it as material 
for a Damper that should be worthy of the standard set by 
Donley cast iron dampers, over a period of many years... 
Made of heavy plate, varying from 12 gage to '/% inch thick- 
ness, in different parts and strongly welded . . . Conforms 
to correct construction exemplified in Donley fireplace plans 
—attached to each damper .. . Al! painted with heavy, gray 
paint, baked on .. . fully assembled and semi-crated to 
protect regulating device . . . Made in five sizes, 24", 30”, 
33", 36" and 42". Substantial, attractive, thoroughly tested— 
a product any dealer may be proud to handle. 


THE DONLEY BROTHERS COMPANY 


13905 Miles Avenue Cleveland 5, Ohio 
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why more 
ealers wget 
refer = ‘A 
restile! 7 


Your own eyes will tell you 
why it pays to push Prestile. For here is tileboard of 
uniform high quality with double baked finish 
full heavy undercoating. Smarter bevel edge 
scoring that women admire. A tileboard that's 
easier to sell, and priced right for big prof- 
its! Make your own comparison test — 


send for free samples today 


12 COLORS 4 PATTERNS 


with smart 


Bevel Edge! 


New and distinctive! Beveled mor 
tar lines with sweeping shoulders 


harming shadow effect 


ey. #3 f 4 
aa ¥. ‘i a 
Ly 
NIL ITY 7 74 2 
DE LUXE TILE BOARD of LASTING BEAUTY 


Prestile Mfg. Co. * 5850 Ogden Ave. « Chicago 50, ill. 
Yes, we want to learn more about: Ss 
(CO PresTile De Luxe Tileboord (] PresTrim Aluminum Mouldings 


Your Name. .ccccccsccccccccccscccccccccccassssessssesseeee 
Clip this memo to your letterhead and mail today! 














Maple Flooring Mfrs. Assn. 
Marquette Cement Mfg. Co 
Marsh Wall Prod., Inc 

Marvel Rack Mfg. Co. 

Mengel Co., The (Plywood Div.) 
Metal Arts Mfg. Oo. 

Metal Tile Products, Inc 

Metal Trims, Inc. 

Miami Window Corp 

Minnesota Wood Specialties, Inc 
Miracle Adhesives Oorp 

Miratile Mfg. Co. 

Monarch Metal Weatherstrip Corp 
Murray Co. of Texas, Atlanta, Ga. 


N 


National Guard Prod., Ine 
National Gypsum Company 
National Woodworks 


O 


Oconee Clay Prod. Co 
One-der Frame.. Corp 


Pp 


Paine Lumber Oo., I 
Peaslee-Gaulbert Pain 
Peerless Mfg. Corp 
Pioneer Co., The .. se 
Plastergon Wallboard Ox 
Plytex Corp. of Ill 
Precision Parts Corp 
Prestile Mfg Co 

Price Fireplace Heater & 
Protective Papers, Inc 
Pullman Mfg. Corp 


Quietaire Corp 


Red Cedar Shingle Bure: 
Reed Unit Fans, Inc 
Reynolds Metals Co 
Roach & Musser Co 
Ross Carrier Co., Th 


Roxdale Bldg. Prod. Corp 
Ruberoid Company ; 
Rutzke Weatherstrip Mfg 


S 


Schubert Co., H. A oad 
Sereens & Fabricated Metals 
Sisalkraft Oo. .......... 
Southern G. F. Oo., Ine 
Southern Metal Prod. Corp 
Southern States Iron Roofing 
Southport Paint Co 

Stanley Works, The 

Stewart (Electric), S. J 
Stewart Iron Works 
Superior Fireplace Co : 
Superior Wall Prod. Co 


T 


Tennessee Fabricating Co. 
Tennessee Prod, & Corp 
Texas Co., The ... 
Trade-Wind Motorfans 
Tri-State Bldg. Materials 
Trimedge, ine. eb oe 
Trinity iv., General 


re) 


U 

U. S. Gypsum Co ea 
1 S$. Plywood Corp 

if S. Plywood Corp 
United States Treasury 
Union Aluminum Co 
Upson Co 


Vv 

Vento Steel Prod. Corp. 
Vikon Tile Oorp 

Vikre COo., Inc., J 


WwW 

Wallace Mfg. Co 

Wappatt, Inc., 

Wel-Bilt Prod. Co. .. 

Werner Co., Inc., R 

Westinghouse Elec. Co., 
(Full Line Building) 

Wickwire Bros., Inc. 

Wurdack Chemical Co. 

Wynnco Prod. Corp. 


Zonolite Oo. 
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KNOX HOMES cee: :omen.. 


e fo BUILDERS er Complete house shipped to site on a trailer. 


Rapid turnover—means low overhead. 
Speed of erection—no long money-wasting delays. 
Amazing public acceptance. 


e@ to PURCHASERS ... A home of your own—at a price you can afford. 


A personalized home—''take your pick’. 
Exceptional durability and low maintenance. 
Acceptable to both FHA and VA. 


KNOX Alden 
Model 101 











BED ROOM 











KNOX Calhoun 
Model 201 


srooe | 
LTcHe 7 “ss 
oe ~ lesa 
-y BevR.ocom wo Bev Room 
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Mace 

















Dealerships for KNOX HOMES 
are open in some areas in 
Southeastern United States. 
Financially responsible builders 
and developers may contact. . 


FEBRUARY, 1951 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





*VALUE* 


is my big story about 


LUMITE” 


says Mr. Maurice Bontrager of Farver Lumber Co., Shipshewana, Ind. 


“EVERY CUSTOMER is looking for a good dollar 
value when he spends his money. Lumite screen 
cloth is one item that gives him this value in good 
measure. And for these reasons: 

“Rusting? No! Painting? No! Long life? Yes! 


BIGGEST STORY IN SCREENING 


Most convincing . . . sales-making . . . 
profit-making story ever told and these are 
the facts that sell! 


Tell the story and 
watch it sell / 


7) gpyy, geneen CLOTH 


*Registered Trade-mark 


Stock up now for big ‘51 sales . . . Lumite screen 
cloth is distributed through hardware, lumber and 
building supply wholesalers. For FREE sample and 
further information, write: 


LUMITE DIVISION, Chicopee Mfg. Corp. of Georgia 
40 Worth Street, New York 13, N. Y. 
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Satisfaction? Absolutely! 

“That’s why 9 out of 10 of my customers say, 
‘Be sure to give me Lumite.’ 

“That’s why I always keep my Lumite Display 
Rack full.” 


LUMITE DISPLAY AND SERVICE RACK 
It’s an entire screen department in one compact unit. 


@ displays! @ provides extra 
@ dispenses! space for 

@ measures! 6 rolls on bot- 
@ cuts! tom shelves! 


FOR LUMITE DEALERS ONLY! 


$30.92 o~ 


PLUS ... a minimum order of 
6 rolls of LUMITE screening. 


The new, improved-design, 
1951 LUMITE Display and 
Service Rack measures 69" 
high, 40" wide and 26" deep. 
Designed, constructed and 
finished for rugged, lifetime 
service. Approximate ship- 
ping weight, 100 Ibs. Dis- 
penses, measures and cuts the 
six best selling widths—24", 
26", 28", 30", 32" and 36". 


GET YOUR ORDER TO YOUR WHOLESALER NOW! 











